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42 Years 
of Progress 
with Security 


Dakota, Washington and the Dominion of Canada. 
Modern and enterprising field and policyholders 


A Company financially secure, soundly entrenched. 
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Not a Care 
in the World! 


Like every other busi- 
ness man he went through 
the usual worries when 
he was earning a living. 
But he isn’t worrying to- 
day. He is enjoying life 
on his John Hancock 
annuity, which will give 
him a definite monthly 
income as long as he 
lives. 

Clip the coupon for 
interesting information 
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She Didn’t 
Pinch Pennies 
A RETIRED business 


woman enjoying life, she 
didn’t miss any fun while 
she prepared for the life 
income she is receiving 
today. She simply planned 
with a part of her earnings 
for a John Hancock An- 
nuity—the ideal arrange- 
ment for young working 
people who want to stay 
young through life. Clip 


information. 
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“Pm not Rich- 
but I’m getting 
a lot out of Life 


And I always will. My 
John Hancock Retirement 
Annuity is seeing to that. 
It takes just a small part of 
my pay-check now and 
when I’m ready to retire, 
it will give me a definite 
income as long as I live.” 

One of the nice things 
about an annuity plan is 
that it lets you live while 
earning a living. Clip the 
coupon for interesting in- 
formation. 
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1934 Fall advertising tells 
the annuity story in national magazines hav- 
ing a total circulation of 15 millions. 
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Canada{Officials 
in Annual Parley 


All Departments Except Saskat- 
chewan Represented at Con- 
ference in St. John 


SEVERAL U. S. VISITORS 





Premier Tilley Threatens Government 
Entrance Into Mortgage Loan Field 
Unless Insurers Act 


ST. JOHN, N. B., Sept. 13—The an- 
nual conference of the ‘Superintendents 
of Insurance of the Provinces of Canada 
opened with addresses by Lieutenant 
Governor Hugh H. McLean, Premier 
L. P. D. Tilley, H. W. Harrison, at- 
torney general of New Brunswick. Re- 
sponses were by W. J. Major, attorney 
general of Manitoba, and John Parker, 
actuary Imperial Life of Toronto. 

Premier Tilley was most emphatic in 
suggesting that companies construe poli- 
cies more liberally and cease taking ad- 
vantage of technicalities and offsetting 
advantages now gained by exercising in- 
finitely greater care in underwriting. He 
asked companies to make mortgage 
loans, stating a commission would be 
established to make loans by the govern- 
ment at low rate of interest if com- 
panies failed to relieve the present situa- 

tion, 
Dunham Called Home 


The address by Commissioner Dun- 

ham of Connecticut was read by R. 
Leighton Foster, insurance superin- 
tendent of Ontario, because Col. Dun- 
am was compelled to return to Hart- 
ford. The standing committee on auto- 
mobile insurance met Tuesday night and 
suggestions for changes in existing laws 
were submitted by representative under- 
writers, 

United States visitors include Orville 
Davies, General Motors Acceptance Cor- 
poration; Lamar Hill, America Fore; 
Charles Butler, North America; Secre- 
tary F. S. Garrison and Hugh Harrison 
of the Travelers; Otto Patterson, Amer- 
ican Automobile; Col. and Mrs..Dunham, 
reorge Merigold, Prudential; F. C. 

unham, Metropolitan Life; A. C. 
Charles, marine expert; Chase M. Smith, 

umbermen’s Mutual Casualty; R. H. 
iord, Manufacturers Mutual, of Provi- 
Pseag T. B. Donaldson, Eagle Fire of 
riod Jersey, and A. V. Gruhn, American 
Mutual Alliance. 
an Canadian departments except Sas- 
mane are represented. Fifty-four 
= the weekend preliminary con- 

sir «Sen St Andrews and an informal 

aI D aturday night was addressed by 
a punham, Attorney General Major 
ife mecent A. B. Wood of the Sun 
daily hree sessions are being held 

J Morning, afternoon and evening. 

Coh ment is Friday. 

Pe Dunham, in his paper, said the 
S of the Canadian and United 
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What the Aetna Life Is 


Doing to Improve Farms 





Vice-president S. F. Westbrook of the 
Aetna Life, who has charge of the mort- 
gage loan department, has accomplished 
much in rehabilitating farms the com- 
pany has acquired and worked out a 
successful policy for handling these 
properties, spoke before the regional 
conference at Green Lake, Wis., and 
demonstrated to the people in the mid- 
dle west who are in close touch with 
the farm situation, that the company is 
doing something worth while, not only 
for itself and policyholders but for the 
farmers at large. 

Fine Reaction to Green Lake Talk 


President Brainard in his banquet talk 
said that he was particularly interested 
to know what reaction Mr. Westbrook 
would get from his exposition at Green 
Lake and the film that was exhibited. 
In the middle west, he said, are the real 
farmers. The Aetna Life has more 
farms and farm loans in the great corn 
belt than anywhere else. President 
Brainard was particularly gratified at the 
response of the agents at Green Lake 
who know enough about farming to ap- 
preciate the policy the company is fol- 
‘owing. 

Mr. Westbrook said that the farm 
mortgage was the first asset that showed 
signs of collapse. There has been much 
criticism of companies for investing in 
farm mortgages, he said, and yet the 
Aetna Life by and large has found them 
‘o be satisfactory and is still in the 
farm mortgage field. Many lessons he 
said have been learned from the mis- 
‘akes that have been made in the past. 
Tt has had 75 vears exnerience and the 
farm mortgage is still held in high re- 
gard yet. The Aetna Life, he said, will 
continue to invest in farm mortgages 
but it will be more selective in its 
policy. 

Aetna Life’s Farm Experience 


The farms that have been taken over, 
he said, are not lost by any means. 
Last year the gross loss on farms sold 
was $117,000 exclusive of supervision. 
The Aetna Life has between 3,000 and 
4,000 farms. Of this number between 
300 and 400 did not produce commen- 
surate revenue in 1933 to carry them 
along. The building and improvement 
program totaled $150,000. He said that 
there is no concerted land sale cam- 
paign. The Aetna Life has farms for 
sale but so far as its better farms are 
concerned it does not intend to sacri- 
fice them. The wiser policy, Mr. West- 
brook said, is to hold on to them. Dur- 
ing the last four years it has realized 
$1,250,000 on farms, they being chiefly 
the poorer ones. Mr. Westbrook predicted 
that in the end the Aetna Life would 
make a profit out of the farms that it 
had _ taken. 

In 1906 the company had $100,000,000 
in farm mortgages. Since that time it 
has taken over by foreclosure or other- 
wise about $17,000,000 in tband titles. 
There has been paid off cash of more 
than $30,000,000 so that there remains 








at the present time about $50,000,000 in 





farm mortgages on its books. In the 
mid-west in the corn belt there is 67 
percent of all the farms in the country. 
The Aetna Life’s concentration is chiefly 
in the corn belt where it has in four 
states about 1,000 farms. A service of- 
fice to handle these was opened in 
Bloomington, Ill., and there are six field 
offices, manned with expert field inspec- 
tors, utility men, clerical help, etc., mak- 
ing a staff of 150. Mr. Westbrook said 
there are many fewer foreclosures now. 


Work of Rehabilitation 


The great work that the Aetna Life 
is doing is rehabilitating the farms that 
have gone to seed and are not market- 
able. Many were unproductive and run 
down. They have been neglected. Mov- 
ing pictures showed characteristic farms 
“before and after taking” to illustrate 
what work the Aetna Life is doing to 
get its depleted farms in marketable 
shape. He said that the supervisors are 
now getting a good class of tenants in 
cooperating with the company. 


How Farms Are Improved 


The Aetna Life has not only improved 
the buildings but bought fertilizer and 
resorted to other improvements. It made 
repairs and studied the situation logically 
and sensibly. It has used scientific meth- 
ods in rehabilitating these farms. He 
said that the industrial situation that 
confronted the government is different 
from the agricultural situation. He used 
Henry Ford to represent the great in- 
dustrialist. When the depression came 
and he found his output greatly reduced 
he could take three actions, viz., shut 
down the factory, stop buying all ma- 
chinery and discharge employes. If lack 
of profit continued he need not operate 
under the present economic system. 


Situation of the Farmer Portrayed 


Mr. Westbrook then took as contrast, 
the farmer. He was selling wheat at $1 a 
bushel. He could continue on his farm 
with wheat at that price and make a 
fair living. When wheat went down to 
50 cents a bushel then his problems be- 
came very complex and overwhelm- 
ing. To get the same income that he had 
in the past he would have to produce 
twice as much wheat. He cannot close 
down his factory because his factory is 
his home. He cannot stop buying raw 
material because he does not purchase 
any. He cannot discharge the employes 
because he does the work himself largely. 
Therefore as the farmers could not help 
themselves in view of the low prices, Mr. 
Westbrook said that the federal govern- 
ment endeavored to outline a program 
that would help them and he believed 
that what has been done has been for 
their benefit. 

Mr. Westbrook is now studying the 
future possibilities of showing what is 
being done in farm rehabilitation by the 
life companies, using the movies put out 
by the Aetna Life. He probably will do 
considerable revamping, taking new pic- 
tures and later may release the film to 
Aetna Life agents for use before busi- 
ness men’s gatherings. 


Cogent Comment 
Made by Coburn 


Well Known Official Shows Re- 
sults of Destructive, Competi- 
tive Criticism 


HITS AT COMPANY RATING 


Declares the Practice Should Be 
Frowned on as It Is Often 
Unjust 


DALLAS, Sept. 13.—Life insurance 
men who criticise other insurance men 
or a type of insurance competitive with 
theirs, or companies in one section of 
the country that criticise the investments 
of companies in other sections, were 
challenged to curb their idle talk or see 
it react to the detriment of life insurance 
as a whole. The speaker was Arthur 
Coburn, recently appointed vice presi- 
dent of the Southwestern Life, in his 
first public address since moving from 
New York to the southwest, appearing 
before the Dallas Association of Life 
Underwriters. 


Want the 1936 Convention 


During the meeting the association 
started the movement to land the 1936 
meeting of the National Association of 
Life Underwriters for Dallas when it 
instructed its delegation to the Milwau- 
kee meeting to informally serve notice 
that a formal request would be made 
at the 1935 meeting. Dallas has been 
awarded the Texas Centennial Exposi- 
tion and this is the first of many con- 
vention invitations that will be extended 
for that year. The Dallas managers 
unanimously approved the suggestion 
and executives of Dallas companies have 
informally stated that they will aid in 
entertaining the visitors. 


Will Write Down Values 


Mr. Coburn started his address with a 
warning that the outlook for life insur- 
ance business is not entirely clear, and 
pointed out that many factors, including 
defaulting mortgages, decline in security 
values, default of municipalities, and 
bank failures during the last five years 
now cause life companies to contemplate 
the necessity of writing down the value 
of their assets and writing down the 
amounts of unpaid interest which in the 
opinion of the managements would not 
be collectible. 

He then pointed out that both stock 
and mutual companies have the same 
problem. 

“During the last few years you have 
seen the majority of mutual life com- 
panies substantially reduce their divi- 
dends. These dividends are in the na- 
ture of refund premiums. Reduction of 
dividends of mutual companies has had 
the effect of increasing the premium cost 
of mutual life insurance. Managements 
of mutual companies are to be com- 
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Aetna Life Agents in Mid-West Rally 


Confidence Note 
Sounded in Talks 


Aetna Life Officials Have Abiding 
Faith in the Country's 
Future 


MEETING AT GREEN LAKE 


President Brainard and Vice-Presidents 
Whatley and Westbrook Comment 
on Conditions 


There was a note of confidence and 
hope expressed by high officials of the 
Aetna Life at its regional conference at 
Green Lake, Wis., last week. At the 
opening address Vice-President S. T. 
Whatley, head of the life agency depart- 
ment, said that no business is emerging 
with a greater degree of public confi- 
dence from the depths of the depression 
than life insurance. He believes that life 
insurance stands at the threshold of 
great prosperity because of the faith of 
the people in the institution. Mr, What- 
ley said however that those in the bus1- 
ness must be qualified to meet the sit- 
uation and the new demands. Agents 
must study, think and work. They must 
be better prepared for their task. 

Finer Quality 


He said that there will be a higher and 
finer quality of salesmanship in life in- 
surance in the future and out of it supe- 
rior salesmen will come. He said that 
during the last four years the order tak- 
ers have been forced out of selling life 
insurance because the times have called 
for stronger, more courageous and better 
qualified men. Mr. Whatley said that 
more articles have been written about 
life insurance in the daily papers and 
magazines than ever before. People are 
much better versed in life insurance. 
They have heard much about it. The 
competition has been keener, he said, 
because of the higher salesmanship em- 
ployed. 

(CONTINUED ON PAGE 8) 


of Salesmanship 





‘Rate Book Men Present 


Interesting Sales Material 





spoke at the Green Lake conference of 
the Aetna Life and all made a splendid 
impression, Each was a specialist in 
the particular subject that he presented. 
They were L. J. Gordon of New Or- 
leans, Victor F, Jones of South Bend, 
Ind. M. C. Chier of Milwaukee and 
Frank B. Falkstein of San Antonio, 

Mr. Gordon spoke on “Prospecting.” 
He started in the insurance business 
three years ago and applied his ability 
largely to finding people who needed in- 
surance and who would appreciate a 
sound counselor. Mr. Gordon said that 
most agents fail in life insurance because 
they cannot find people to whom to sell 
and who will bwy. He said the founda- 
tion of every agent’s success is good 
prospecting. He thinks that that faculty 
should run from 50 to 90 percent in 
one’s equipment. Yet he said many 
agents only spend 5 percent of their 
time in prospecting. 


Must Keep Good Prospects at Hand 


He said it is essential to keep good 
prospects aways in hand. It takes time, 
he added, to develop a good prospect 
list. Every agent, he asserted, should 
evolve some simple plan and work at 
it. A successful agent, he said, must 
have a strong imagination and he must 
love people. Then he must have the 
deductive powers of the sagacious de- 
tective. Like a good newspaper reporter, 
he must have a nose for news. Most 
agents, he said, are not sufficiently alert. 
They do not try to extend their range 
of acquaintance and change acquaint- 
ances into good friends. Mr. Gordon 
advised his hearers to cultivate people 
more assiduously. New acquaintances, he 
said, constitute raw material which 
should be worked up. It is the duty 
of the agent, he said, to have the pros- 
pect develop his insurance sense. 


Should Sce the Prospect’s Needs 


The agent, he said, should have suffi- 
cient imagination to put himself in the 
place of the prospect and see the life 
insurance situation as it should develop 





in the mind of the prospect. He should 


There were four rate book men that! ask himself conscientiously, 





what are the 
insurance needs of this person? When 
the agent actually discovers the funda- 
mental needs then from them he should 
deduce the plan that he lays before the 
prospect. In that way he is able to 
present to the prospect a program that 
applies strictly to him. Mr. Gordon said 
that in approaching mere acquaintances, 
the agent, of course, has not the advan- 
tage that he has when he solicits 
friends. However, he should get what- 
ever information he can and try to fig- 
ure out the needs of the person he is 
approaching as best he can. He should 
develop his information as he goes 
along. If a man is married the agent 
knows that the man needs protection 
for his wife and old age insurance for 
himself. On the first call additional 
knowledge can be obtained so that ul- 
timately the agent is in a position to 
program the man’s insurance needs ac- 
curately, 


Called Out New Sales Plans 


He feels that the NRA has done 
something to benefit people and they 
have been able to buy more insurance. 
Those that are investment-minded will 


be interested in those forms of insur- 
ance where the investment feature is 
attractive. Mr. Gordon has found for- 


mer policyholders who have not been 
able to keep up their insurance good 
prospects when they have gotten back to 
earth. Housewives, he said, can be sol- 
icited successfully. 

Mr. Gordon said that the years of de- 
pression have called out new sales plans. 
The times have demanded new _ tech- 
nique, new sales material. He said that 
any system of prospecting is good that 
produces people who will buy. 


Victor F. Jones’ Address 


Victor F. Jones of South Bend, Ind., 
one of the most conscientious and hard- 
est working agents of the Aetna Life, 
told something of his plan. He has 
kept a written record of his interviews 
for 14 years. In his talk he said that 
in his opinion hard work alone is not 

(CONTINUED ON PAGE 9) 








Officials Speak 
of Changing Da 





Great Need for Careful Outlog, 
on the Shifting Skies at 
This Time 








INTERESTING VIEWS SEEy 


E. E. Cammack, W. H. Dallas and D; 
P. M. Cort Appear at the Aetna 
Life Conference 


Vice-President and Actuary EF, — 
Cammack of the Aetna Life in speaking 
to the regional conference at Green Lak MA ! 
stated that this has been a good year fo 


Mant 
group insurance. There is more of it " 
being sold and he said the new annul W 
premiums are constantly increasing. The Ji Sept 
increase in group premiums is more than MM sary 
in the ordinary department. He said MM Clair 
there is a revival of interest in the grow {i Dem 
pension plan because of the activity of said 
the federal and state administrations in fi insut 
studying unemployment insurance, olf i Thes 
age and widows’ pensions, sickness it I their 
surance, etc. s 

paid 

Increase in Group 
to tl 
Mr. Cammack said that the group ind who. 



















surance in force increased from $1,400; 
000,000 to $1,600,000,000 since Jan. 1, 
The company has put on more than 
$3,000,000 in group annuity premiums 
this year. The Aetna Life, he said, ha 
more group insurance in force than any 
other company except one. There is a 
increasing demand for the group pet 
sion plan. It is not necessary, Mr. Cam: 
mack said, to know so much about the 
mechanics of group insurance. He said 
facetiously, “the less you know of the 
technique the more you will sell.” Mr. 
Cammack thinks that the agents malt 
a mistake in associating group insurance 
only with large corporations and. they 
overlook the potentialities among the 
smaller businesses. The group experts 
(CONTINUED ON PAGE 10) 
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laim Men Meet 
at White Sulphur 


President Dennis in Address Says 
Companies’ Chief Function Is 
to Pay Claims 





Outlot szAR NOTABLE SPEAKERS 
at 
Dingman, Van Schaick and Howell 
Among Headliners—Walker, Don 
SEEN Carlos Lead Discussion 
NEW OFFICERS ELECTED 
and Dr, President—I. Morrow, Aetna Life. 
Aetna Vice-President—L, B. Erion, Travelers 
Health. 
Seeretary—L. L. Graham, Business 
Men’s Assurance, 
Treasurer—F, L. Templeman, Mary- 
Ek land Casualty. 
py Executive Committee—R. K. Metcalf, 
speaking MH connecticut General Life, chairman; W. 
en Lake Mme As Dennis, Prudential; D. J. Reidy, 
“ Guardian Life, and D. R. MacKenzie, 
year for Manufacturers Life. 
re of it a= 
r annual WHITE SULPHUR SPRINGS, 
ing. The Mame Sept. 13.—In opening the silver anniver- 
ore than Me sary convention here of the International 
He sai(fme Claim Association, President W. A. 
e grow fie Dennis, chief adjuster of the Prudential, 
‘ivity off said the main and chief purpose of an 
tions inf itsurance company is to pay claims. 
ce, olf MM These companies accept people’s money, 
ness I MF their savings, as a sacred trust, to be 
paid out again at the proper time and 
_ BB to those entitled to receive it and for 
‘OUP lM whose benefit it was intended. In the 
$1,400; past four years the companies have paid 
Jan. IM out to policyholders over $4,000,000,000. 
ie than Every claim man had his part in this 
emiuns my payment, — 
rid, has The claim man has a two-fold duty, 
an any Mr. Dennis continued. He must see 
e is ag that every just claim is paid in full and 
1p pe paid promptly to the person entitled to 
‘. Cam: receive it, and he must use every facility 
out the fF at his command to prevent payment of 
Te said fe every unjust claim where fraud, dishon- 
of the esty and misrepresentation were resorted 
” Mr gi to in order to get the insurance. In so 
; make Mi doing he is protecting his company and 
suranct MM protecting those honest policyholders 
d. they # whose savings have been turned over to 
ng the fe the company in good faith. 





experts 
) 


—— 


Close Cooperation Is Noted 






_ Claim men come to the annual meet- 
ings to learn from each other, to com- 
pare different ways and methods of 
handling claim problems. This means 
cooperation throughout the year, the 
agreement to act together whenever it is 
hecessary to do so. The fact that the 










tion and now includes nearly all of the 
important companies in this country and 
Canada is proof of its importance to the 
claim man. 


Gavel Presented to President 


R. K. Metcalf, Connecticut General 
Life, chairman of the executive commit- 
tee, presented a handsome ebony gavel 
to President Dennis. About 200 dele- 
= were present at the opening ses- 
F. L. Templeman, Maryland Casualty, 
Teporting as treasurer, said that the 
_ were approximately the same as 
















year. 
_ GS. Van Schaick, New York super- 
imtendent, spoke on “The Insurance Ad- 
juster and His Work,” and Dr. H. W. 
an, vice-president and medical di- 
Tettor Continental Casualty and Conti- 
"ental Assurance, on “Claim Psychol- 
Ogy. 
a Important and interesting cases which 
"ad come to the attention of the legal 
““umittee and medical committee were 
(CONTINUED ON PAGE 19) 


















association started as a small organiza- | 





Complete Program for the 
Milwaukee Meeting Given 





The complete program for the con- 
vention of the National Association of 
Life Underwriters in Milwaukee the 
week of Sept. 24 is announced this week. 
In addition to the speakers already an- 
nounced, the completed program in- 
cludes a number who had not previously 
been announced. They include John L. 
Wood, manager of the sales educational 
and promotion division of the National 
Cash Register Company; Harry 
Wright, associate manager Equitable 
Life of New York in Chicago, and I. B. 
Jacobs, educational director of the 
Spaulding agency of the Mutual Life 
in Chicago. 

The detailed program, beginning with 
the first session of the Managers’ Sec- 
tion Monday evening, Sept. 24, is pre- 
sented herewith: 

Monday, Sept. 24 


8 p. m.—Managers Section 
under chairmanship of J. S. 
chairman. 

8:15 p. m.—*“The Successful General 
Agent,” by Dr. S. N. Stevens, asso- 
ciate professor of industrial psychology, 
Northwestern University. 

9 p. m.—“Making a Living in Life In- 
surance,” by J. M. Holcombe, Jr., man- 
ager, Sales Research Bureau. 


convenes 
Myrick, 


10 p. m.—Adjourn. 
Tuesday, Sept. 25 
9:30-11 a. m.—Group conferences of 
Managers Section. 
“Recruiting—Sources, Methods, Selec- 


tion” urban territory: leader, T. G. Mur- 
rell, manager, Connecticut General Life, 
New York. 

“Training and Supervision of Agents,” 
rural territory: leader, H. A. Hedges, 
general agent, Equitable Life of Iowa, 
Kansas City. 

11:15 a. m.-12:45 p. m.—Group con- 
ferences. 





“Recruiting—Sources, Methods, Selec- 
tion,” rural territory: leader, V. E. 
Beamer, agency manager, Equitable Life 
of New York, Jacksonville. 

“Training and Supervision of Agents,” 
urban territory: leader, Warren V. 
Woody, agency manager, Equitable Life 
of New York, Chicago. 

12:45-2 p. m.—Adjournment during 
which buffet luncheon will be served. 

2-3 p. m.—Group conferences. 

“Agency Finances and Budgeting,” 
urban territory: leader, C. B. Stumes, 
general agent Penn Mutual, Chicago. 

“Stimulating Agents,” rural territory: 
leader, F. W. Darling, agency manager, 
Bankers Life of Iowa, Cedar Rapids, Ia. 

3-4:30 p..m.—Group conferences. 

“Agency Finances and Budgeting,” 
rural territory: leader, R. R. Stotz, gen- 
eral agent, Mutual Benefit, Grand Rapids, 
Mich. 

“Stimulating Agents,” urban territory 
leader, C. C. Day, general agent, Pacific 
Mutual, Oklahoma City. 

*x* * * 
Wednesday, Sept. 26 


Morning session: chairman, C. Vivian 
Anderson, president National association. 

Singing led by L. F. Weatherwax, 
Wichita, and Eldon Geiger, Decatur, ac- 
companied by G. H. Thobaben, Cleveland, 
and Felix Abrams, Milwaukee. 

Invocation. 

Opening of the convention by Presi- 
dent Anderson. 

Welcome from convention hosts by 
Henry B. Kay, president Milwaukee as- 
sociation. < 

Introduction of distinguished guests. 

The theme of the convention, Holgar 
J. Johnson, national convention program 
chairman. 

Manuel Camps, Jr., general agent Penn 
Mutual, Boston, “A Modern Miracle.” 

Frank Robinson, branch manager 
Mutual Life of Canada, Montreal, “What 
We Say to the Prospect.” 


(CONTINUED ON PAGE 22) 








for the year. 


Independence Square 





More Significant 


More significant than the increase of volume in life 
insurance deliveries is the far greater increase in lives. 
It is probable that the percentage increase in lives 
is double that of the volume increase. 
to indicate that a great number who last year were 
without income from employment now have such an 
income; that the income of a great number has in- 
creased beyond the mere bread and butter point; and 
that a goodly number of last year’s hoarders this 
year have enough confidence to invest in life insur- 
ance. The present momentum apparently is sufficient 
to carry the business of life insurance through the re- 
maining three months to a fairly satisfactory total 


The fact that the average policy is of smaller 
amount than it used to be should make us all the 
more intent upon giving its maximum usefulness to 
the family of the man who is able to supply only a 
small, though helpful, part of their needed protection. 
Let us treat them even more than right! 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


This appears 


Philadelphia 




















New Tax May Cost 
$10,000,000 Yearly 


Chicago Board of Tax Appeals 
Upholds Assessment on Insur- 
ance in Force 


CUTS VALUE 80 PERCENT 


County Assessor’s Figure of $8 Per 
$1,000 Is Depreciated Like 
Stocks and Bonds 


Affecting in principle all old-line poli- 
cies and all counties in the United 
States, the Cook county board of tax 
appeals in Chicago has ruled that life 
insurance in force has a value for tax 
purposes, that the value is $8 per $1,000, 
and that the “situs” for taxation is the 
place where the policyholder resides. 
If the principle is established it will mean 
that the 100 billion dollars in force will 
subject the companies to local taxation 
on a valuation of $800,000,000. 

The Cook county assessor assumed 
that as 60 percent of the population of 
Illinois lives in Cook county, the same 
perceritage of a company’s insurance in 
force is taxable there, but offered to 
substitute exact figures for any company 
that would furnish them. 

Depreciated 80 Percent for Taxation 


While sustaining the assessor in prin- 
ciple, the appeal board ruled that the 
values should be depreciated 80 percent, 
the same as is done with stocks and 
bonds. This makes a final taxable value 
of $1.60 per $1,000. With a tax rate 
above 6 percent, this means a tax of 10 
cents a year or more on each $1,000 in 
force. If all assessors in the country fol- 
low suit the tax will thus amount to 
$10,000,000 a year. 

Appeal lies to the Illinois state board 
of tax appeals, but the companies can 
probably get into court by means of in- 
junction or mandamus. There seems to 
be some doubt whether they can get 
into federal court unless some constitu- 
tional question can be developed, and 
perhaps then only on appeal. The local 
board denied an appeal to the state board, 
so the next move, in the tax machinery, 


. would be in the nature of certiorari, ask- 
- ing the state board to act. 





Nature of Value Not Clear 


It is doubtful if all parties in interest 
would agree on what the assessor is tax- 
ing. The hearings were far from order- 
ly, being held in the same room where 
others were going on, and often a 
speaker could be heard by only a few 
present. A representative of the as- 
sessor attempted to state the case but 
was so obviously on the wrong track 
that a chorus of interruptions stopped 
him. The assessor then appeared and 
at least seemed to have a definite idea, 
but he too suffered many interruptions, 
and the discussions certainly showed 
varying ideas of what was being taxed. 

The background of the case is that 
the assessor, J. L. Jacobs, was put. in 
office when the old tax machinery had 
broken down. One of his big duties was 
to end tax fixing and to uncover prop- 
erty that had been escaping taxation. 
From that standpoint his work has been 
effective, but his methods are rough and 
ready. The principal method is to find 
a name, put down an assessment that 
is sure to be plenty, and let the tax- 
payer come in and prove that it is too 
high. For instance, he obtained a list 
of all the permanent guests in a club 
and assessed them each $5,000, although 
many were young men on small salaries. 

The origin of the tax on life insurance 

(CONTINUED ON PAGE 22) 
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Rumor Buckner Plans to 
Retire Officially Denied 











NEW YORK, Sept. 13.—Newspaper 
reports to the effect that President T. A. 
Buckner of the New York Life would 
retire at the end of this year are “with- 
out the slightest foundation in fact,” it 
was definitely stated at the company’s 
home office following the directors’ 
meeting this week. 

The statément that Mr. Buckner would 
be succeded by a prominent New York 
banker, not named, appeared in the 
financial columns of a prominent New 
York daily. The company was unable 
to account for the starting of the ru- 
mor. The report was undoubtedly fos- 
tered, and perhaps originated, by the 
fact that Mr. Buckner will reach age 70 
next January, and it may have been 
erroneously supposed that he would be 
automatically retired on that account, 





whereas actually no such regulation 
would apply. 

The following minute was pnani- 
mously adopted by the directors: ‘“Cer- 
tain articles having appeared in the pub- 
lic press to the effect that the president 
of this company had indicated a desire 
to retire and that others were being con- 
sidered for the position, this board re- 
grets that currency should have been 
given to such rumors, which are with- 
out the slightest foundation in fact. 
President Buckner has never expressed 
any such desire, nor is any change of 
the kind contemplated.” 


Jackson’s “Easy Lessons in Life Insur- 
ance” tells the fundamentals of life in- 
surance, together with some salesman- 
ship material—quiz book included. Price, 
— Order from The National Under- 
writer. 


“The Investment Trust Service of Life 
Insurance,” by A. G. Borden, shows what 
life insurance can do. Order from The 
National Underwriter. $1.50. 





Dreams Are Morth hile 


But only when they are reinforced 


with action! 


Virtually every progressive 
step taken by man once 
was the 
idealist. 

Vision, if you will, that 
Utopian day when every 
man, woman and child 
will be adequately pro- 
tected by Life Insurance. 
That is a worthy ideal. 


But don’t stop there. Work 
to bring it about. 


It will pay! 





: . Che Prudential 
ye 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office * 


dream of an 


Newark, New Jersey 


Suggestions Presented for 








Officials in Some Points Con- 
sidered Desirable 





receivers for the Register Life of 


county district court. 


proffered contract. 


contract terms 


They are: 


to meet the change 


dividends. 


should be discouraged in most cases. 
Segregation of Assets 


posals being satisfactory 


cilities. 
4. That the administration of the con- 


sioner. 


tions arising out of 
assets and the business and the selec- 
tion of personnel, the contract to in- 
clude definite consent by the company 
to this effect. 

6. That other matters for considera- 
tion, such as the treatment of a particu- 
lar phase of the insurance problem, 
should be left to the insurance depart- 
ment to start such action as necessary. 
L. J. Dougherty, president of the 
Guaranty Life, said the combined state- 
ment of the two companies would show 
$72,000,000 of insurance in force with 
approximately 30,000 policyholders. The 
Register Life share of this is $26,000,- 
000. The Guaranty Life on Jan. 1 had 
$43,630,000 of business on its books. Qn 
Aug. 1 the business in force totaled 
$46,000,000, Mr. Dougherty said. 
Under the contract the Guaranty Life 
will assume management of the assets 


of the Register Life in payment of bene- 


fits. There is a 50 percent lien placed 


on all policies, drawing 4 percent inter- 
est. 
to Jan. 1, 1945. 
amount of the lien and interest will be 
deducted from death claims. 
claims due and unpaid on April 7 will 
be paid within 90 days. 
der supplementary contracts and annui- 
ties in force April 7, 1934, arising from 
death claims will be paid in full. 
indemnity claims will at all times be paid 
in full. 
claims will be allowed in full. 
disability claims incurred prior to April 
7 will be reduced 50 percent, while in 
the future the benefit and the premium 
will be discontinued. 


Death claims will be paid in full 
After that time the 


Death 


Payments un- 


Double 


Waiver of premium disability 
Income 


Values created by premium payments 


and loan repayments after April 7, 1934, 
are not subject to the moratorium and 








such values are available for loans and 





Modification of Contract 
REGISTER LIFE DEAL IS UP 


Receivers Confer With Guaranty Life 


DAVENPORT, IA., Sept. 13.—Com- 
missioner Clark and J. J. Shambaugh, 
Dav- 
enport, conferred with officials of the 
Guaranty Life in connection with the 
draft of a contract for the reinsurance 
of the former company along lines sug- 
gested by Judge Maines of the Scott 


Six proposals were made by the court 
for modification and amplification of the 
These are regarded 
as a departure from usual reinsurance 
in recent receivership 
cases and are taken as additional pre- 
caution for the benefit of policyholders. 


1. That premiums should be adjusted 
in circumstance. 
The court points out that premiums 
previously charged were based on the 
probability of refunding part by way of 


2. That there should be a general 
provision that the insurance commis- 
sioner, subject to court approval, be em- 
powered to fix commissions to be paid 
in event a policy is rewritten or ex- 
changed, and that exchange or rewriting 


3. That the contract should include 
provision for definite segregation of as- 
sets of the Register, none of the pro- 
in this re- 
spect, and that the appointment of a 
trustee is unnecessary, since the state 
insurance department has sufficient fa- 


tract provisions should at all times be 
under the supervision of the commis- 
5. That the court should retain con- 


trol of administration, including ques- 
administration of 


,ducer, 


— 
ee 


Voluntary Committee Is 
Boosting A. E. Pattersoy 














A voluntary committee to advance the 
candidacy of Alexander E. Patterso, 
general agent Penn Mutual in Chicag, 
for vice-president of the National Assy. 
ciation of Life Underwriters at the Mj. 
waukee annual convention has pee 
formed in Chicago with E. B. Thurmay 
general agent New England Mutual, x 
general chairman. : 

The committee is not a part of, nor 
has it any authorized connection with 
the Chicago Association of Life Under. 
writers, but was formed in line with the 
unanimous sentiment expressed by asso. 
ciation members at a meeting some time 
ago in favor of Mr. Patterson for the 
post. The Chicago association and Mr, 
Patterson are said to be unalterably op. 
posed to any active campaigning for; 
post in the National association. 

The purpose of the committee, which 
is self-appointed, is to bring about , 
process of the office seeking the man 
rather than the man the office. They 
present that Mr. Patterson is eminently 
qualified for the high position, having a 
fine background of: successful life in. 
surance experience and a record of active 
participation in National association af. 
fairs for some time. 

Members of the committee, all Chi- 
cagoans, in addition to Mr. Thurman 
are: E. B. Dudley, Chicago branch man- 
ager Travelers; C. B. Stumes of Stumes 
& Loeb, general agents Penn Mutual: 
P. B. Hobbs, agency manager Equitable 
of New York; W. M. Houze, general 
agent John Hancock; T. F. Lawrence, 
manager Reliance Life; R. L. Davis, 
W. W..Durham agency; F. H. Haviland, 
manager~ Connecticut General; H. T, 
Wright, associate agency manager Eaui- 
table of New York; W. V. Woody, 
agency manager Equitable of New 
York; J. R. Hastie, associate manager 
Heifetz agency Mutual Life of New 
York; A. J. Johannsen, president Chi- 
cago chapter of C. L. U., and supervisor 
Hobart & Oates general agency North- 
western Mutual, and Frederick Bruch- 
holz, agency director New York Life. 


Boom Nashville President 


for National Trusteeship 





The Nashville Association of Life 
Underwriters has launched a campaign 
endorsing the candidacy of John A. 
Witherspoon, Jr., for a position as trus- 
tee of the National Association of Life 
Underwriters. : 
Mr. Witherspoon is serving as presl- 
dent of the Nashville association and 
under his leadership the local associa- 
tion has set an all-time record for mem 
bership. After graduating from_ the 
University of the South and the Unt 
versity of Pittsburgh insurance school, 
he entered the field as a personal pro- 
During three different years his 
production exceeded $1,000,000 and i 
1928 he paid for $1,800,000. Four years 
ago he was made general agent for the 
Pacific Mutual and has charge of mid- 
dle and east Tennessee. 








cash surrenders in accordance with the 
policy terms. Cash and loan values cre 
ated before April 7 will be subject 0 
a moratorium for five years but loans 
will be made to pay premiums. ee 
ments under matured endowments wil 
be reduced by 50 percent. Maturing et- 
dowments will be subject to the - 
Subsequent reductions in the lien wi 
be paid in cash on matured and matut 
ing endowments. Other policy liabili- 
ties such as reserves under fractiona 
paid up and extended insurance, divi- 
dends left on deposit, etc., will be “fe 
duced by 50 percent. All Register Life 
assets and those accumulated from 1% 
come from Register Life business W! 
be administered as a separate fund dur- 
ing the period ending Dec. 31, 1948, of 
until such prior date that the lien 





completely removed. 












—_— pe ee Oo Oe wm et Oo er LIOR 









terson 
ae 


Vance the 
atterson, 

hicago, 
nal Asso. 
the Mi. 
1as been 
J hurman, 
Utual, a; 


t of, nor 
10n with 
> Under. 
with the 
by asso. 
me time 

for the 
and Mr, 
ably Op- 
1g for a 


e, which 
about a 
he man 
_ They 
ninently 
laving a 
life in- 
of active 
tion af- 


all Chi- 
hurman 
*h man- 
Stumes 
Mutual; 
quitable 
general 
wrence, 
Davis, 
aviland, 
Eines, 
r Equi- 
NV oody, 
New 
anager 
f New 
it Chi- 
ervisor 
North- 
Bruch- 
Jife, 


t 
ship 


Life 
ipaign 
in A. 
| trus- 
f Life 


presi- 
1 and 
socia- 
mem- 
| the 
Uni- 
shool, 
pro- 
's his 
din 
years 
r the 
mid- 










September 14, 1934 


LIFE INSURANCE EDITION 





5 





Illinois Stops New Move by 
the Pacific States Crowd 





GETS TEMPORARY INJUNCTION 





Also Seeks Receivers for Illinois Mu- 
tual Life Which Sought to Assume 
Chicago National Policies 





A temporary injunction was obtained 

Tuesday of this. week by the Illinois at- 
torney general, acting at the request of 
the insurance department, from the su- 
erior court in Cook county restraining 
the Illinois Mutual Life of Chicago from 
assuming certain Illinois policies of the 
Pacific States Life. There will be a 
hearing next Monday before Judge Mc- 
Goorty on whether the injunction should 
be made permanent. At the same time 
an order was entered returnable Monday 
to show cause why a receiver should not 
be appointed. 

The Illinois Mutual Life was known 
until recently as the General Life of 
Chicago, an assessment company. Con- 
trol of the General Life was obtained 
some time ago from Madagascar John- 
son by Attorney E. R. Elliott of Chicago 
and E. S. Heileman. The latter was 
formerly with the Chicago National Life 
and Mr. Elliott was the attorney who 
drew the contract by which the Pacific 
States Life reinsured the defunct Chi- 
cago National. 

Some time ago it became known that 
Heileman and Elliott were seeking to 
take back from the Pacific States Life 
the policies of the Chicago National and 
have that insurance assumed by the Gen- 
eral Life. In- addition to attempting to 
work through the General Life, Heile- 
man and Elliott sought to form a new 
company, the Illinois Mutual Life. In- 
surance Director Palmer of Illinois de- 
clined to issue a license to that company 
on the grounds that some of the assets 
with which the Illinois Mutual Life were 
to be started originally were in the port- 
folio of the Chicago National Life. 
Elliott then proceeded to sue Mr. Palmer 
under his bond but the action was 
thrown out of court later. Failing to 
get a license for such a company, Elliott 
and Heileman changed the name of the 
General Life to the Illinois Mutual Life. 

The General Life had written to the 
old Chicago National policyholders, en- 
closing assumption certificates, by which 
their policies were to be taken over by 
the Illinois Mutual Life, and stating that 
unless they heard from the policyhold- 
ers by Sept. 15, the policies would be so 
transferred. 

Thereupon the insurance department 
and attorney general got into action and 
obtained the temporary restraining order. 
The authorities cited three objections. In 
the first place, they pointed out that the 
Illinois Mutual Life was an assessment 
concern and it would be ultra vires for 
that concern to assume policies of a 
stock company which did not have the 
assessment liability. In the second place, 
approval of the insurance department 
had not been obtained, as required. 
Lastly, they stated that an injunction 
had been obtained some time ago in the 
district court at Colorado enjoining the 
Pacific States Life from reinsuring its 
liability in this way. 

. Thus another chapter is being written 
— Pacific States, Chicago National 
s 


May Issue Debentures 


_ Attorney General Kerner of Illinois, 
i answer to an inquiry from Insur- 
ance Director Palmer, holds that. a life 
msurance company has the power to is- 
Sue debentures to secure funds with 
which to pay losses and expenses, but 
re to provide a fund for the purpose 
o! giving the company credit. Any de- 
Ntures issued already which give their 
—, first right to purchase new 
ye efore original stockholders have’ 
Chance at the new issue are not valid 





and therefore must be set up as liabil- 
ities. 

The attorney general also ruled that 
assessment life companies organized 
under the 1893 act may not issue con- 
tracts to pay old age disability benefits. 
He thus ruled out a contract which had 
been submitted, undertaking to begin 
payment to policyholders at age 70, 
on the presumption that disability oc- 
curs at that age. 


Columbia University Courses 


A number of courses in life insurance 
are being offered this season by Colum- 
bia University. One, designed for home 
office. employes and agents, will meet 
Tuesday evenings beginning Oct. 2. 
Another, arranged at the suggestion of 
the Life Office Management Associa- 
tion, will be given beginning Monday 
evening, Oct. 1. Both of these courses 
will .be under James R. Trimble, as- 
sistant mathematician of the Mutual 
Benefit. 

A course in life insurance programs 
will be given starting Monday evening, 
Oct. 1 by L. N. Whitelaw, field in- 
structor Prudential. 

There will be a course in accident 
and health insurance beginning Mon- 
day evening Oct. 1 by A. J. Mountrey, 





Provident Mutual Life Is 
Starting Broadcast Series 





FIRST PROGRAM TO BE OCT. 2 





Philadelphia Company to Sponsor Nine 
Dramas—Will Use N. B. C. 
“Blue” Network 





The Provident Mutual Life will turn 
to radio for a two months coast-to-coast 
campaign beginning Tuesday evening, 
Oct. 2 and continuing for nine succes- 
sive Tuesdays. The company will use 
the entire National Broadcasting Com- 
pany’s blue network as well as the Pa- 
cific Coast network. In addition, sev- 
eral stations not available on the net- 
work will be used on a “spot” basis. The 
main network programs will be broad- 
cast at 9:15 eastern standard time, and 
the Pacific Coast broadcasts will be 
heard at 10:15. It will be necessary to 
rebroadcast from New York at 1:15 a. 








manager accident and health department 
Standard Surety & Casualty. 





m. in order to reach the Pacific Coast. 

The pathos and drama which furnish 
the human background for the payment 
of life insurance-claims will be the basis 
of the programs. Each play will con- 
sist of a dramatized version of an ac- 
tual case taken from the files and the 
series will be known as “The Story Be- 
hind the Claim.” The company has 
selected a different major occupational 
group to supply the principal character 
of each story except the first, so that 
for eight weeks Provident Mutual 
agents will have an opportunity to can- 
vass the members of different occupa- 
tional groups that have been portrayed. 

The first program will be somewhat 
general and President M. A. Linton will 
act as guest announcer. Listeners will 
be offered a copy of the new edition of 
“Seven Keys to Contentment,” the most 
popular advertising booklet ever pub- 
lished by the Provident Mutual. 

An elaborate system of direct mail 
and personal followup has been worked 
out to enable agents to increase the 
listening audience by having their own 
prospects tune in on the shows. Meet- 
ings are being held in all agencies where 
there are Provident outlets, and trans- 
criptions of two of the plays, together 
with an introductory address by Presi- 
dent Linton, will be heard. 





ready on the Way... 


AUGUST PRODUCTION SETS RECORD 


* 


NWNL’s agency organization ‘‘jumped 


the gun”’ on the fall business upswing last month 
by setting an all-time August high for new 
life insurance sold. The record-breaking total 
consisted of 1,686 applications amounting to 


$6,300,927. 
* 


Regardless of the fact that 1929 was a 


boom year and that now weare supposedly only 
started on the way up from the bottom, this 
record exceeded 1929's best previous August by 
18 per cent and was 54 per cent greater than last 


year’s August total. 


* 


figured in this record. 


... No contest or special drive for business 


However, August was 


the first month in which the new NWNL Sales 
Portfolio, ‘Common Sense in Considering Life 
Insurance,’’ was in general use. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, parswent 


STRONG-~— Minneapolis Minn. ~ LIBERAL 
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One-Two-O Club to Meet 


in Chicago in Convention 





HOLD THREE-DAY SESSION 





President Behrens and Other Officials 
to Speak—General Agents and 
Managers Gather 





Program, for the annual convention 
of the General Agents & Managers As- 
sociation and the One-Two-O club of 
the Continental Assurance of Chicago 
at the Edgewater Beach hotel there, 
Sept. 19-21, is announced. 

The General Agents & Managers As- 
sociation will hold sessions Sept. 19. 
A. M. Reager, Louisville manager, is 
president, Luther Moor of Dayton, O., 
vice-president, and William Hargarten, 
Milwaukee, secretary-treasurer. A busi- 
ness session will be held in the morning 
and following lunch, another session de- 
voted to agency building with round 
table discussion. There will be a dinner 
in the evening. 

Mr. Reager also is general chairman at 
the One-Two-O club convention and 
Mr. Moor vice-chairman. The opening 
session will meet in the morning, Sept. 
20, Executive Vice-president G. F. Clay- 
pool being session chairman. 

President H. A. Behrens of the Conti- 
nental Assurance will extend greetings, 
with response by Mr. Reager. Mr. Clay- 
pool will introduce new One-Two-O 
club members. H. W. Dingman, vice- 
president and medical director, will talk 
on “Cooperation in Underwriting.” 

D. Miley Phipps, superintendent of 
agencies, will be session chairman in the 
afternoon and will talk on “Selling Life 
Insurance.” E. L. Grant, manager Chi- 
cago branch office, will speak on “The 
Advantages of Selling Guarantees.” 

There will be short talks by agents 
on the following subjects: “Where and 





How I Find Prospects—R. B. Smith, 
Grand Rapids, R. M. Vetter, Madison, 
Wis., and M. H. Kaliff, San Antonio, 
Tex.; “How I Sell My Prospects” H. J. 
Prado, Kansas City, Mo., M. L. Killian, 
general agent, Canton, O., and P. H. 
Huffstetler, Springfield, Ill. H. C 
Blakeslee of Cleveland is to discuss the 
benefits of the “treasure chest” plan, 
brought out some time ago by the Con- 
tinental Assurance, and there will be a 
symposium on this plan. E. G. Adams 
of Washington, D. C., will discuss ad- 
vantages of being Continental represen- 
tatives. The banquet will be held that 
evening. 
Events of Second Day 


Vice-president L. L. Johnson will be 
session chairman Sept. 21 and will talk 
on “Planning for Success.” F. H. 
Schroeder, Portland, Ore., will discuss 
“Time Control—the Science of Using 
Your Time to the Best Advantage;” 
A. D. Anderson, assistant superintendent 
of agents, accident and health depart- 
ment, Continental Casualty, “More Life 
Sales Through Accident & Health;’ 
J. B. Siewers, “How I Conserve Busi- 
ness;” B. C. Markle, secretary group 
department, Continental Assurance, 
“Group Life Insurance,” and C. C. Lipe, 
Rockford, IIl., “The Best Answer to the 
Average Man’s Needs.” Vice-president 
Claypool will close the session. 

The President’s Club will leave that 
afternoon for a Bermuda trip. 


Hull to Address Agency 


The Recht & Kutcher general agency 
of the Northwestern Mutual Life in 
New York City will have dinner and an 
agency party Friday at the Hotel Mc- 
Alpin, with Managing Director R. B. 
Hull of the National Association of Life 
Underwriters as the guest speaker. 
There will be a playlet written and pre- 
sented by members of the agency. 


Sullivan’s “American Business Law” is 
recommended for “C. L. U.” study and 
can be obtained from The National Un- 
derwriter. $2.50. 
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AID WOMAN'S EMANCIPATION 


Since women have "discovered" life insurance, their pur- 
chases have become one of the biggest avenues of sales to 
many companies. Why? Because women, when convinced of 
values, are good customers. Thousands upon thousands of em- 
ployed women are playing safe against the uncertainties of the 
future by investing in life insurance and annuities. They have 
found life insurance the one dependable aid to freedom from 


financial worry. 


Women like Pan-American policies for the same reason men 
like them. Every possible type of contract is available—at 
guaranteed net-cost rates—and sales to women by the Pan- 
American Field Organization have increased greatly. It is an 


ever-growing field. 







For Agency Information Address 


THEODORE M. SIMMONS 
Manager United States Agencies 

















CRAWFORD H. ELLIS, President 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


EDWARD G. SIMMONS. Vice Pres. & Gen. Mgr. 
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Managers’ Job Discussed 
at B. M. A. Meet by Higdon 











Branch managers of the Business 
Men’s Assurance attended an all-day, 
round-table conference at the home of- 
fice in Kansas City, Mo., following the 
company’s silver anniversary conven- 
tion. J. C. Higdon, vice-president in 
charge of sales, pointed out that prob- 
lems of life insurance management do 
not today differ from those of five years 
ago, but they are larger, they need 
clearer definition and more compre- 
hensive understanding. The _ confer- 
ence of managers was given over largely 
to clarifying the manager’s job with re- 
spect to (1) developing man power, (2) 
volume of business, (3) quality of busi- 
ness, and (4) cost of business. 

“The present day problem is to write 
more business at a lower cost,’ Mr. 
Higdon asserted. “Volume no longer 
is a measure of success in life insur- 
ance.” One of the big problems of the 
present time is to get the once success- 
ful agent back on the road to success. 
The job, Mr. Higdon believes, is largely 
a psychological one. The big handicap 
of this type of agent is his mental at- 
titude. And here the manager must 
step in to find out why the man thinks 
he is failing. “You will get some sur- 
prising reasons,” Mr. Higdon said. 


Job Not Clearly Defined 


One difficulty of hiring new men is 
that in jobs they formerly held their 
duties were clearly defined. Supervision 
is difficult because insurance is no one 
job, but many jobs. There is business 
insurance, annuities, family income, 
country and city business; and then the 
salesman must prospect, plan, interview, 
keep records, etc. 

Contrary to general belief, it is more 
difficult today than five years ago to se- 
cure good recruits. This is partly due 
to the fact that standards are higher 
to begin with. Men selected from other 
jobs have to take a sacrifice in income, 
and the company faces the job of mak- 
ing the opportunities in life insurance 
outweigh that sacrifice. Mass recruit- 
ing, as volume production, is out, one of 
the chief reasons being that life insur- 
ance companies must get the type of 
men who will do well the job of cap- 
italizing on the present favorable atti- 
tude toward insurance, rather than tear 
it down by improper methods of work. 


Florida-Georgia Book Issued 
Handbook This Year Combines Infor- 
mation on the Two States, Giving 


Wealth of Material 





A new book of decided interest to 
insurance men in Florida and Georgia 
has just been issued by THE NATIONAL 
Unperwriter, This is the Underwrit- 
ers Handbook of Florida - Georgia, 
which combines in one volume the com- 
plete insurance lineup of these two 
states. In concise and handy form is 
given the list of insurance agents in 
these two states, together with the com- 
plete list of companies which they rep- 
resent, showing also the addresses and 
date of establishment. These names 
are arranged alphabetically by towns 
and have been compiled from the rec- 
ords of the insurance departments as 
well as being further checked by mail 
and personal calls to insure accuracy. 
A feature of particular importance 
this year is the “Record of Insurance 
in Florida and Georgia” which show; 
for these two states the fire insurance 
premiums and losses for six years, the 
life insurance paid for and in force for 
six years, casualty premiums and losses 
for two years, classified as to lines 
written, and business of the fraternals 
for the past six years. 

The book is very handy because it 
gives the list of companies operating in 
these states, showing who is in charge 


men, etc. Also given are lists of ad 
justers, attorneys, license fees for ea, 
town, town classification for fire pyy, 
tection and much other miscellaneoy 
information of value ‘to one intereste4 
in insurance in these states. 

In the past separate books have bey 
issued for each state, but because the, 
are so closely allied, one book no, 
covers both states for the convenieng 
of field men who travel both states, 


Probabilities of Federal 


Insurance Quiz Examine 








WASHINGTON, Sept. 13.—With no 
legislation on the subject enacted at the 
last session of Congress, observers here 
fail to see how any Congressional com. 
mittee can undertake an investigation of 
the insurance industry in advance of the 
coming session, which convenes in Jan. 
uary. ; 

While there was some thought tha 
the Senate banking and currency con. 
mittee would probe insurance company 
stocks, Senator Fletcher of Florida, 
chairman, declared that his group was 
without authority to undertake such an 
inquiry. 

It is pointed out that, in view of the 
absence of definite action by Senate or 
House of Representatives, no Congres. 
sional committee had authority to under- 
take a survey of insurance. The last 
session was the final session of the 73d 
Congress and the coming session will be 
the first of a new Congress, requiring 
the election of a speaker in the House 
of Representatives and appointments to 
committees. Thus any action of any 
group during the time between these 
sessions would not necessarily be bind- 
ing upon or influence the new Congress. 


Claims in “Morro Castle” 
Disaster Relatively Small 


NEW YORK, Sept. 13.— Early re- 
ports from life companies on death 
losses in the “Morro Castle” disaster in- 
dicate that claims will average fairly 
small, even though double indemnity will 
be paid in many cases. 

Each of the two largest industrial 
companies usually estimates that in such 
disasters it will have insurance on from 
25 to 40 percent of those losing their 
lives. Industrial policies carry double 
indemnity automatically. Losses on 
weekly pay policies cannot be checked 
by the home office through published 
death lists, as industrial policyholders 
are on the company’s records as num- 
bers and not names. : 

Two of the largest ordinary compani¢s 
had only seven claims among the Morro 
Castle casualties, averaging about $2,000 
including the double indemnity feature, 
which was in four of the policies. 





Examination Results Given 


The Life Office Management Associa- 
tion has. published a booklet, which 1 
the official announcement of the results 
of the association’s institute examina 
tion held last spring. It contains a com- 
plete set of examination questions given 
during the past two years. : 
Students numbering 1,466 registered 
for 4,330 examinations, of which 4,130 
were actually submitted and graded. 
Candidates for the institute awards 
of certificate and associateship were 
successful in passing 3,045 examinations. 
Candidates were successful in passing 
67.8 percent of course 1 examinations 
and 91.9 percent of course 2. The av 
erage age of students studying for these 
examinations was 28.6 years. Seventy- 
three life companies had students regis 
tered. In addition there were students 
from various state departments, associa 
tions and universities. This year the 1 
stitute has awarded 89 diplomas. In 
addition 406 certificates were issued 10 
students having successfully completed 
all examinations of course 1. The &* 


pectation is that more than 3,000 stl 
dents will be registered for the courses 
this fall. 
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Claim Men First 
to Spot Dangers 
Warning Might Have Helped on 


Disability, Jumbo Cases, 
Howell Says 





IN DEFENSE OF BROKERS 


Declares Much of Odium Cast on Their 
Shoulders in Recent Years 
Is Undeserved 


Valentine Howell, associate actuary 
of the Prudential, speaking before the 
Claim Association on 
“Value of Claim Experience to Under- 
writing,” told how claim men may as- 
sist the underwriters and actuaries, some- 
times saving them considerable embar- 


rassment. 

“You claim men are up in the bow of 
the boat,” he said. “You first see the 
danger in your study of the early claims 
as they begin to emerge. If you will 
warn us then, and not wait for the con- 
firming story of the statistics, we will 
be just that much ahead of the game. 

“Take disability—I know it is largely 
water over the dam now, but it is too 
perfect an example to be passed by. The 
disability clause in life insurance will, 
in my opinion, come to be known as the 
actuaries’ greatest mistake. I don’t mean 
in principle, for I believe that some 
form of disability income properly be- 
longs in a life insurance contract and 
will ultimately be replaced there. But 
the rates charged and the liberality of 
the clause, and the loose underwriting. 


Warning Might Have Helped 


“I admit we were blind, but why 
didn’t you claim men burst in the doors 
of the Actuarial Society meetings and 
shout at us that disability was not a 
matter of statistics, but of psychology 
and personal morals, and earned income 
and economic prosperity? Why didn’t you 
tell us that if you got out a policy with 
a 2 percent monthly disability instead 
of a1 percent, those physically and mor- 
ally acceptable persons electing that 
policy would become disabled three 
times as fast as the others? Why didn’t 
you tell us that to be out of a job was 
the quickest way known to contract an 
illness resulting in complete disability? 
Why didn’t you tell us that a popula- 
tion too moral or too indifferent to com- 
mit fraud for the benefit of its depend- 
ents would stop at nothing in order to 
secure an income without working? 
You knew all those things long before 
we did; why didn’t you raise up your 
voice? But perhaps you did, and we 
= too filled with statistics to hear 


Mortality on Big Policies 


He then took up the question of the 
high mortality of holders of policies for 
large amounts, stating that it had per- 
haps been brought up three years too 
ate and that any agent who brings in a 
large case today does so in an apolo- 
Setic attitude, “but back in 1926 you 
Claim men were the first witnesses of a 
new phenomenon.” After citing two 
ypical cases of this sort, he continued: 
€ circumstances in the individual 
cases were all different, of course, but 
there was just one factor that you claim 
rig noted always to be present. Either 
€ underwriters had not known the in- 
Come of these individuals or that income 
Was not commensurate, by ordinary 
standards, with the insurance sought. 
i Why, back in 1926, did you not come 
Cc iq underwriters with this question: 
bate d the most persuasive agent living 
Persuade you to put one-third of your 











H. L. Weaver on Coast to 
Settle Annuity Tax Case 


OLYMPIA, WASH., Sept. 13.—At- 
torney H. L. Weaver of the Life Presi- 
dents Association is attempting to secure 
a compromise from Insurance Commus- 
sioner W. A. Sullivan’s demand that 
life companies pay the state a 2% per- 
cent tax on premiums collected on an- 
nuities. 

Mr. Sullivan says if companies pay 
taxes for 1932 and 1933 he will ask legis- 
lature next January to change the law to 
eliminate the tax in the future. Unless 
this agreement is made Mr. Sullivan will 
force court action in pending suit. Mr. 
Weaver is understood to have submitted 
the proposal to companies and will wait 
here for a reply. 














income into whole life insurance?’ If 
the answer was no, then he should have 
been asked whether, if he knew he was 
likely to die in the near future, he would 
feel any differently about it. 

“Had we made a real attempi to as- 
certain the income, and insisted on a 
normal relationship between an income 
and insurance, a very considerable part 
of our excess mortality losses of the 
past few years would have been saved.” 

He also emphasized the importance 
of the reference to underwriters of in- 
dividual claims, stating that it was 
largely because of cases brought up by 
claim men that his company has adopted 
the practice of requesting physicians’ 
statements relative to medical or surgical 
attendance admitted by the applicant in 
his answers to the medical examiner. 
Some information of striking impor- 
tance has been obtained in that way. 
Such answers as “just a cold,” “annual 
physical examination” or “tonsillectomy” 
at times mask an alarming history. He 
also hit at the evil of “unofficial” exam- 
inations. 

Defends Brokerage Business 


Mr. Howell took a rather different 
position from that of many company 
officials in regard to brokerage business. 

“Do not be too hasty in jumping to 
the conclusion that all brokerage busi- 
ness should be regarded with suspicion,” 
he urged. “Much has been said to the 
discredit of the life insurance broker 
during the past five years. The greater 
part of this odium has not been deserved, 
for the fact should not be overlooked 
that the broker’s business, most of which 
is perfectly honest, has been in the 
path of the locomotive, and it is only 
natural that it has been hit. By this, I 
mean that the average ‘own company 
agent’ is young and naturally writes 
business in the 50s and for large 
amounts, and it is this class of business, 
whether written by broker or by full- 
time agent, that has been giving us our 
high claim rate. 


Analyses by Classes 


We in the Prudential have made ex- 
haustive analyses of the claim rates on 
business according to its origin, classi- 
fying brokers and agents into several 
sub-classifications. In some of these 
groups we found the mortality on brok- 
erage business distinctly higher than it 
should have been, but in others there 
was absolutely no grounds for criticism. 
Provided a reasonable volume is sub- 
mitted, I have never been able to see 
why business from general insurance 
men giving one company all their life 
business, or in fact any individual deal- 
ing exclusively with one company 
whether operating under a_ brokerage 
contract or otherwise, should be dis- 
criminated against in principle and, so 
far as my company is concerned, we wel- 
come it and do not discriminate against 
it in any way. 

“When it comes to the high pressure 
artist with several large claims to his 
credit, who puts his cases through a 
number of companies, whether for large 
amounts or otherwise, or when it comes 
to the agent, or even the agency man- 

(CONTINUED ON PAGE 22) 





Human Nature Biggest Item 
in Claim Difficulties Today 





The safety and security of the acci- 
dent and health business lies in under- 
standing human nature, Dr. H. W. 
Dingman, vice-president Continental 
Casualty and Continental Assurance, de- 
clared in speaking before the Interna- 
tional Claim Association on “Claim 
Phychology.” Experience is important 
in interpreting what has happened in 
the past, but the present generation is 
demanding more, and getting it, in 
health and leisure and money. 

He said bona fide claims do not dis- 
turb the companies, but it is disturbing 
that a minority group buys with some- 
thing else than protection in mind. In- 
surance is not sold for vacations or un- 
employment or pensions, but some 
claimants appear to think it is. Un- 
employment claims are a natural de- 
velopment of times of economic stress. 
Closely analogous are pension claims. 
When a man reaches the stage where 
he realizes that he will shortly become 
unemployed because of old age, he often 
“endeavors to scramble under insurance 
cover.” 

Prevention of Illness 


Prevention of illness was listed as 
another abuse. Laudable though it is, 
it is not an insurance function. The 
man whose doctor tells him he will have 
a nervous breakdown unless he goes to 
California or Florida is very likely to 
present a claim. “Alibi insurance” is a 
development of economic conditions or 
inability to keep up with the procession. 
The man who fails or falters may as- 
suage his pride if he can cite physical 
incapacity as an apparent reason for his 
defeat. 

In taking up the types who are the 
most ready buyers of accident and health 





insurance, that underwriters have to 
watch for, he mentioned the man who 
is frail and sickly and feels that he has 
more than an off chance of collection; 
the one who ordinarily is healthy but 
recently has had a burning feeling in 
his stomach or a crampy feeling in his 
chest—a particularly difficult claimant 
to handle—and the type that buys with 
conniving intent. He said that under- 
writing appraisal can never be compre- 
hensive enough to eliminate them and 
that legal help is needed in drafting con- 
tract provisions to combat those who 
use policies for expected rather than 
unexpected disabilities. Most policy- 
holders are fair-minded but they pay 
more than they should for their cover- 
age because of those who make the 
companies overpay. 
Indemnifiable Disabilities Persistent 


Indemnifiable disabilities, even if. le- 
gitimate in their origin, are notorious 
for their persistency. “If indemnity 
acts as a substitute for working, why 
work? Eventually — yes — but why 
hurry?” 

Superintendent Van Schaick of New 
York, speaking on “The Insurance Ad- 
juster and His Work,” said that in a 
case involving an honest claimant, a real 
loss and an extant policy, the attitude 
of the company should be to find out 
how it can pay, not how it can avoid 
payment. While a company must al- 
ways be on the alert to protect itself 
against fraudulent and unfounded claims, 
he declared that this does not call for 
or justify an improper or cynical atti- 
tude toward honest claimants, who con- 
stitute by far the greatest number of 
claimants, against the insurance com- 

(CONTINUED ON PAGE 22) 
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Confidence Note Sounded in Talks 


(CONTINUED FROM PAGE 2) 





Mr. Whatley sees signs of improve- 
ment in business. In speaking of the tre- 
mendous appropriations of the federal 
government for various projects, he said 
that people are now beginning to count 
the cost and asking whether the doctor 
really was needed. This, he thinks, is 
hopeful because it shows that the people 
are in a convalescent stage. They are 
not devitalized. Mr. Whatley expressed 
the thought that it is dangerous now to 
cease cooperating. The time has not yet 
arrived when the people can walk alone. 
He urged his hearers not to try to block 
forward movements inaugurated by those 
in command at Washington. The federal 
government, he declared, has been con- 
fronted with a gigantic emergency and 
trials beyond precedent. He said that 
good judgment will always prevail in the 
end. There should be confidence shown 
by the people. Mr. Whatley said there 
must be the utmost good faith and the 
willingness on the part of the people to 
do their part. These will be big factors in 
the readjustment and the working out of 
the program for the future. He said the 
main thing is to restore confidence and 
the health of the body politic. When this 
is done, he said, “we can then talk about 
paying the bills.” 

Vice-President Westbrook’s Observations 


Vice-president S. F. Westbrook, who 
is in charge of the mortgage loan depart- 
ment and has done a magnificent piece 
of work in handling the farm mortgages 
and farms, amplified his remarks that 
he made at the Montauk conference 
when he commended the Agricultural 
Adjustment Administration and the 
Farm Credit Association for bringing 
production under some form of. orderly 
control. He said that the situation con- 
fronting the federal administration was 
desperate in the extreme. The FCA, he 
declared, had accomplished a herculean 
task in an eminently satisfactory way, 
considering all the conditions. Produc- 
tion, he declared, must be held in check 
under some form of orderly procedure 
and regulation. These federal agencies, 
he said, have done something to stabil- 
ize farming during these trying times. 

Mr. Westbrook stated that he was not 
in sympathy with all the philosophy back 





Chicago Delegation Lived 
in Victor Lawson House 





The Chicago delegation headed by 
General Agent R. S. Edwards occupied 
the Lawson house. This was the resi- 
dence erected by Victor F. Lawson, 
publisher of the Chicago “Daily News,” 
for his own use. It is a large, rangy, 
rambling structure with numerous bed- 
rooms, all with a private bath. Man- 
ager Edwards took his “big ten” from 
his agency, they being the ten that qual- 
ified for the trip in August. In fact the 
“big ten” figure in the Edwards’ agency 
every month. 

At the first session the Chicago dele- 
gation, each dressed in a white suit, 
blue ties, blue handkerchiefs and blue 
helmets with the name of the person 
about it created much interest as they 
marched up to the front in the assembly 
room. They carried canes equipped 
with bicycle bells which were used val- 
iantly. The Chicago headquarters, fa- 
miliarly known among the delegates as 
“Little America” was the scene of much 
hospitality. On one evening open house 
was held with General Agent Edwards 
as chief host. 

Frank Germond of the Chicago dele- 
gation had his long, speedy red Packard 
near the Chicago headquarters. This 
reminded one of the elongated buses at 
the world fair. It is a special car of 
great length and quality. Mr. Germond 
was formerly connected with the Pack- 
ard company and so he inherits some 
of its real specialties. 











of the extension of great credit as de- 
vised at Washington or in many of the 
actions that have been taken. He said, 
however, that in the main they have ac- 
complished much and _ undoubtedly 
served to placate the public and possibly 
ward off violence. He said that when 
the federal government took action and 
attempted to work out a program, con- 
fidence was gone, hundreds of banks 
were closed, credit was curtailed on 
every hand and it seemed necessary 
therefore for the government to step in 
and try to do something. He warned 
his hearers to think straight during these 
troubled times. There is much propa- 
ganda abroad and great bitterness. Poli- 
ticians are using everything they can 
against one another. It is up to intelli- 
gent people, he thinks, not to be swept 
away from their moorings. 


President Brainard’s Talk 


President M. B. Brainard in his ban- 
quet talk said that the fire and casualty 
departments of the Aetna Life organiza- 
tion have had an excellent six months. 
One of the big questions with executives, 
he said, is to be able to adjust their 
minds to the rapidly changing conditions. 
In March of last year he said life com- 
panies were confronted with a great 
emergency and the officers wondered 
whether they would have cash enough to 
meet the demands. Now, he said, the 
vaults are overflowing with money and 
the officials do not know how to invest 
it safely. President Brainard said that 
life companies must have investments 
with adequate security and earning an 
adequate rate of interest. That is a dif- 
ficult problem, he said, to solve at this 
time. What_the rate of interest will be 
in the future, he said, no one can pre- 
dict. He feels, however, that insurance 
has given a very good account of itself 
and enjoys the confidence of the people. 


Sees Many Mistakes Made 


President Brainard in his talk on in- 
vestments said as one reviews the past 
he can see where many mistakes were 
made. It is impossible, he said, to know 
when prices are at an unusual level. It 
is easy to know this, he said, some time 
afterwards. In the heydey time, a few 
years ago, people thought that that con- 
dition was normal. Later it was found 
that business had been on a false basis. 
President Brainard voiced the sentiment 
that it pays an agent these days to write 
all kinds of insurance and the Aetna 
Life, he says, believes in this doctrine. 
It helps an agent along financially to 
take care of his customers and all their 
insurance needs. 





The supervisors held an 
meeting Saturday afternoon. 


informal 





Aetna Life to Transfer 
All Casualty Business 


President M. B. Brainard of the 
Aetna Life at the conference of 
agents at Green Lake last week 
announced that in a short time the 
Aetna Life would divorce itself of 
all lines of insurance except life, 
accident and health. All the casu- 
alty lines will be taken over by the 
Aetna Casualty & Surety, its run- 
ning mate. He said that it is nat- 
ural that accident and health be 
linked up with life insurance as 
these are personal forms of pro- 
tection. In the Aetna Life group 
are two fire companies, the Auto- 
mobile and Standard of Hartford. 








Aetna Life Holds 
Agency Conference 








Whatley Gives Figures for 
the First Eight Months 


Vice-president S. T. Whatley in his 
talk said that up to Sept. 1, the new 
business of the Aetna Life was $97,276,- 
000. Last year for the similar period 
the new business was $98,800,000. Mr. 
Whatley said, however, that the new 
premiums showed a nice increase up to 
Sept. 1, the gain being $2,546,000 as 
compared with $2,451,000 for last year. 
The annual premium annuity premiums 
are $50,000 ahead. The single premium 
annuities are $600,000 ahead. The group 
business is $1,500,000 ahead in prem- 
iums. He said there is a steady de- 
crease in lapses. Mr. Whatley rejoiced 
that the Aetna is noting now a steady 
repayment of policy loans. He said the 
lapses for the first six months of this 
year are less than for the first six 
months of 1929. 








Wisconsin Delegation Acted 
as Official Resident Hosts 


A. E. Mielenz, general agent at Mil- 
waukee, had a large delegation of people 
from his agency. He and his people 
were busy at all times. Many of the 
wives were on hand. The Lawsonia 
Club was overrun and therefore the 
entire Wisconsin delegation stopped at 
Sherwood Forest hotel, about four miles 
farther down the lake. However they 
all were present early in the morning 
and stayed until the last trumpet call. 
The Wisconsin delegates wore red 
badges so that they were easily distin- 
guished. On Saturday afternoon Mr. 
Mielenz entertained some of the people 
on a boat ride about the lake. 


Wayne H. England of Hope, Ark., 
exhibited in the hotel lobby a huge wa- 
termelon from his section, weighing 115 
pounds. 











Clyde Gay’s Inspirational Address 








Clyde F. Gay, agency secretary, in 
talking to the Aetna Life conference, 
gave an inspirational address, stating 
that one of the significant factors in the 
message of President Roosevelt to Con- 
gress was his emphasis on the need of 
security against the disturbing faciors 
of life. Mr. Gay said that life insurance 
has proved adaptable to meet changing 
conditions. There has been no disap- 
pointment on part of those who have 
put their trust in life insurance, he said. 
Its primary functions he finds are work- 
ing admirably. People are studying the 
records of life insurance. 


Attitude of Wives’: Changed 


Mr. Gay thinks that the attitude of 
wives toward their husbands taking life 
insurance has changed. A recent study 
has been made by the Life Insurance 
Sales Research Bureau along this line 
and when the results are made public, 
Mr. Gay said that the companies hope 








to get them a better answer to a pros- 
pect’s objection, “I want to talk it over 
with my wife.” 

Mr. Gay said that agents these days 
must control their time accurately. They 
should keep adequate records so that 
there can be a check on their work. 
There must be a revolt, he said, against 
careless approach. An agent should have 
a definite basic sales talk. There should 
be a daily schedule of work, carefully 
mapped out. 

A man through life insurance is able 
to maintain his financial independence. 
Mr. Gay said there are two hazards con- 
fronting a man, one is living too long 
and the other dying too soon. These 
must be kept in mind in the solicitation. 
They can be overcome through a well 
devised life insurance program. Mr. Gay 
said it is necessary for agents to change 
their sales methods because of a more 
discriminating, better informed public on 
the subject of life insurance. 


in Beautiful Spot 





The Aetna Life conference at Gree) 
Lake, Wis., was held at the Lawson; 
Club hotel. This is in a marvelous; 
beauteous location. The tract of lay 
about the club amounts to 1,080 acre 
It is on a high, rolling, heavily woode) 
spot, on the shores of one of the moy 
attractive lakes in the country. Ther 
are over 14 miles of macadam roa, 
winding through the woods and raving 
of Lawsonia. 
estate there is every known wildflowe 
shrub and bush that grows in its se. 
There is a _ picturesque brid 
path, 1244 miles long, and wonderhj 
golf links. 
long and 3 miles wide. 


Victor F. Lawson Was the Owner 


In the boundaries of th 


Green Lake is 7% mils 


F,. Lawson, former editor 


and publisher of the Chicago “Daily 
News,” purchased this tract, being in. 
pressed with its beauty and majesty, He 
built a home there for himself and aly 
a lodge to which he invited friends an 
employes of the “Daily News” to spend 
their vacation. 
colonize the tract in a way by having 
people buy land fronting the lake and 
erect homes of real character. Mr, 
Lawson died and _ this 
passed to H. O. Stone & Co. of Chi- 
cago, real estate people. 
Country Club hotel was erected. The 
building was decorated and _ furnished 
under the direction of the late Mrs 
John Alden Carpenter, well known so- 
cialite\of Chicago. 
the tract there is a uniformed attendant 
who never permits those to enter who 
are not entitled to. 
stretched across the road. 

Owing to the heavy loan and big ex. 
pense in maintaining this estate, the 
Danks have had to take it over and itis 
being run under their auspices. On one 
of the highest points is a high lookout. 
People can ascend to the top by an 
electric elevator and thus have a mag- 
nificent view of the lake and all the sur- 
roundings. 
homes throughout the grounds, some of 
which are owned by the people occupy- 
ing them and others by the club. 


It was his thought to 


tract finally 
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Sidelights on Aetna Life 
Conference at Green Lake 





ablest squash player in the Aetna 
organization but now his son ove 





Immediately following the conference 
of the Aetna Life forces at Green Lake, 
Wis., Vice-president S. T. Whatley, 


Director Cragin, Assistant 


Vice-president W. H. Dallas, Agency 
Secretary Clyde F. Gay, Agency As 
sistant V. D. Burgesser, left for Cor- 
onado Beach, Cal., where the Pacific 
Coast conference is being held. 


* * * 


T. P. McCormack, general agent at 
Cincinnati, sang two Irish songs at the 
banquet and charmed all with his rendi- 
Another vocalist that brought out 
great applause was Mrs. J. S. Smith, wife 
of the general agent at Houston. Mrs. 
Smith formerly was soloist with the Bos- 
ton Symphony Orchestra. 


* * * 


Vice-president §, &. Westbrook opened 
the session for questions following his 
talk on the farm situation. One of the 
agents, evidently having in mind_ the 
well known newspaper writer, bets 
brook Pegler, addressed Mr. Westbroo 
as “Mr. Pegler.” 


* * * 


President M. B. Brainard arrived 
Thursday evening and appeared 
Friday morning conference in hi . 
habiliments. He was called to the fron 
and expressed his greetings and 
went to the courts to play General Ag 
Gordon Campbell of Little Rock. 
Brainard keeps up his tennis in sP 
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- Personalities at Aetna Rally 





General Agent R. S. Edwards of Chi- 
cago, Vice-president and Comptroller 
R. W. Myers, Assistant Comptroller J. 
¢. Duncan and General Agent P. W. 
Simpson of Indianapolis, went from 
Green Lake to the Flambeau Lake re- 
gion for a few days. fishing. 


Vice-president S, T. Whatley made the 
closing talk at the last business session 
and also at the banquet. At the business 
session he was a master hand in re- 
ferring to every feature in the program 
and he did it in a most artistic and 
gracious way. 
* * * 

0. Pryce Jones, general agent at Win- 
nipeg, Was toastmaster at the banquet. 
He proved to be a scintillating, spon- 
taneous presiding officer who fairly 
pristled with wit, making telling thrusts 
at those present and using incidents that 
took place during the meeting. He took 
special delight in some of his sallies 
aimed at President Brainard. 

*« 

R. H. Pieree, editor of the “Life 
Aetna-izer,” was present and ran the 
moving picture during the time that 
Vice-President Westbrook gave his talk. 
Mr. Pierce was very helpful in his work. 

* * x 

J. 8S. Smith, general agent at Houston, 
is president of the Houston Symphony 
Orchestra and is a great patron and 
friend of music. He has been able to 
maintain the orchestra during the period 
of depression. 

* * x 

Two young general agents are prod- 
ucts of the old Whatley agency at Chi- 
cago, they being H. K. Schoch, head of 
the Detroit agency, and T. P. MeCor- 
mack, who is the pilot at Cincinnati. 
Mr. McCormack, by the way, is the son 
of E. G. McCormack, who was former 
general manager of the Reliance Life, 
and is now associated with his son’s 
agency. The son was at one time agency 
supervisor of the Reliance in northern 
Ohio. 

* * * 

Miss Emma Beal of the Houston 
agency, known as her general agent, 
“Joe” Smith said, as “Texas Emma,” at- 
tracted much attention. She sat next to 
President Brainard at the banquet. 
When Vice-President Dallas was being 
introduced by Mr. Smith he was illus- 
trating some of his rejections. He said 
that for instance Miss Beal had written 
acase that Mr. Dallas rejected. Later 
the man died of alcoholism. Miss Beal 
shouted from the audience, “He did not 
drink when I wrote him. He started to 
drink because Mr. Dallas rejected him.” 

* * x* 

Gordon H. Campbell, general agent at 
Little Rock, took much pleasure in in- 
troducing his daughter, Mrs. F. A. Vine- 
yard. Mr. Vineyard is associated with 
the agency and was present. 

* * x* 

Alvin Moser of the Milwaukee agency 
urged all present to attend the conven- 
tion of the National Association of Life 
Underwriters in Milwaukee the week of 
Sept. 24. He referred to the candidacy 
of L. 0. Sehriver, general agent at 
Peoria, for vice-president, urging all 
‘Aetna-izers” to get. back of him. Mr. 
Schriver was present at Green Lake and 
has the support of the combined Aetna 
Life forces. Mr. Moser is the general 
chairman of the Milwaukee Life Under- 
writers Association in charge of the con- 
vention. 

* * X* 


Vice-president W. L. Mooney at the 
head office, who is in charge of the cas- 


| Accident Talk 


‘ W. C. Cousins, agency assistant at the 
fad office, who specializes on accident 
and health insurance, told about the new 
hazards of life and pointed out the op- 
portunities for selling accident and 
ealth insurance. The Aetna Life is 
nebPlementing its selling material by a 
the agnnrasaing document. He said of 
bo 000,000 people in the country get- 
ng salaries or wages only about 20 
eirerei are insured for accident. He 
thinks that accident and health insurance 


1 ® ae 
S one of the greatest income stabilizers 
or agents. 




















ualty department and has been away 
from service on account of ill health, 
sent a wire of greetings, stating that he 
expected to be back on the reservation 
soon. 

ee =< 

J. L. Uniand of the Peoria, Ill., agency, 
well known song leader, had charge of 
the singing at the beginning of every 
business session and also at the banquet. 
Mrs. Unland performed on the piano 
and the two did a magnificent piece of 
work. 

*x* * x 

Three general agents presided at the 
business sessions. A. E. Mielenz, gen- 
eral agent at Milwaukee, was in charge 
of the first session, he being the resident 
official host. J. S. Smith of Houston was 
in charge of the second session and H. K. 
Sehoeh of Detroit at the third. 

*x* * x* 

Mrs. S. T. Whatley went out with some 
of the men on a fishing trip. They 
all agreed to pay 25 cents each to every 
person who caught a fish. They stated 
that they would pay 50 cents to Mrs. 
Whatley, feeling that they would not be 
called on. Mrs. Whatley caught a perch 
and all present contributed to the fund. 
It is dangerous to fish around Green 
Lake unless one has a state fishing li- 
cense. Two of the Cincinnati agents 
were caught and fined $58. Their guide 
had told them that they need not get 
a license until the following day. Fur- 
thermore, the magistrate was an agent 
of the Aetna Casualty, but he “Aetna- 
ized” them. 

*x * * 

W. C. Cousins, agency assistant, who 
specializes on health and accident, 
brought down the house at the close of 
his talk by reciting his well known 
story, imitating Pat O’Houlihan, busi- 
ness agent of the Quarrymen & Rock- 
blasters Union, at one of its conventions. 

*x * x 

The meetings were held in the “Lodge,” 
which is some little distance from the 
hotel. 
Mr. Lawson erected and in which he en- 
tertained friends and employes of the 
“Daily News.” 

* * x 

W. L. Fabinger of the Detroit dele- 
gation, who by the way has a fine cas- 
ualty account as well as being a life 
insurance man, led a number of times 
the gang in singing the well known 
popular radio melody, “Flying Trapeze.” 
At the banquet Assistant Auditor George 
Houston was also called to sing the same 
melody. 

* * * 

There was a golf tournament held Sat- 
urday afternoon and prizes were won by 
Rudolph LeBoy, Chicago; J. M. (Tex.) 
Caldwell, Topeka; S. W. Simpson, In- 
dianapolis; O. T. Cropper, Topeka; A. L. 
Rust, Indianapolis; H. J. Drees, Toledo; 
R. W. Gibson, Peoria; E. G. Farrington, 
Detroit; I. F. Cooke, assistant secretary 
at the head office, and “Bill” Eagles, 
Louisville. 

Cre 

H. W. Florer, general agent at Grand 
Rapids, who took his position early this 
year, was formerly agency assistant at 
the head office and hence was well 
known to all the people. He was accom- 
panied to the convention by Mrs. Florer. 


Interesting Sales Plans 
Offered by Rate Book Men 


(CONTINUED FROM PAGE 2) 


sufficient for the life man. He must 
have ample knowledge and he must 
know where he is going and how he is 
going. He said there is no standard 
to follow in insurance as to what con- 
stitutes a day. There is in establish- 
ments a time clock or regular hours. 
The life man, therefore, must figure out 
for himself how many interviews he 
should make in a day. He should seek to 
eliminate lost motion. He should stay 
in his office less time and in the field 
more. Each interview he said has po- 
tential values. Even when an agent 
fails to close a case, the interview has 
made him money because the law of 
average has worked. There is an aver- 
age value to each interview. Mr. Jones 
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Fall Sales Drive Now On! 








Reports are now coming into The Guardian Life’s home 
office which indicate that the Field’s Fall Sales Drive is 
off to a good start. 


Intensive sales efforts during the Spring and Summer of 
1934 were amply repaid —in increased earnings by all 
alert Guardian underwriters. 


Now—with a really great record behind it, and with all 
of the many sales promotion efforts of the Company at 
its service, The Guardian Life’s Field Force is striding 
ahead—to bigger and better records. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


ESTABLISHED 1860 


50 UNION SQUARE NEW YORK CITY 




















The Five Star Annuity appeals 
today. Field men of THE LINCOLN 
NATIONAL LIFE INSURANCE 
Fort Wayne. 


COMPANY of 


Indiana. arouse inter- 





est with this plan which provides: 
Retirement income when wanted 
=life insurance when needed= 


cash options<and preferred rates. 












10 


THE NATIONAL UNDERWRITER 





September 14, 1934 











STABILITY .... proven by 
a history of thirty years suc- 
cessful life insurance experi- 
ence; of capable and efficient 
management, and steady and 
consistent growth .... by 
having given at all times the 
fullest protection possible at 
the fairest cost consistent 
with safety .... by having 
pursued a policy of square- 
dealing with its policyholders 
and its agents. 


STRENGTH .... proven by 
total assets of $14,860,977.00 
(Dec. 31, 1933) the largest in 
the company’s history .... 
total insurance in force 
$115,048,145.00 a net increase 
in 1933 of $2,363,000.00, one 
of the few companies to show 
a gain. 


SECURITY .... proven by 
ratio of $1.20 in assets for 
every $1.00 of liabilities... . 
this “protection margin” has 
been the same for the past 3 
years .... rated “A” ex- 
cellent. 


AGENTS — If interested in 
representing a company of 
proven stability, strength and 
security, write for informa- 
tion regarding our unique 
contract. 


I, Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY 











said that some of his prospects prefer 
to talk over life insurance in the eve- 
ning and therefore he makes an ap- 
pointment to suit them. Time, he de- 
clared, is the main capital of every agent 
and therefore capital losses should be 
held down. Mr. Jones said that an 
agent must have an approach that is 
appealing and a presentation that has 
real interest in it. 


Agents Should Keep Records 


He said that every business establish- 
ment that is successful must have rec- 
ords in order to keep track of what is 
going on. If these establishments find 
it necessary to have records it is much 
more necessary then for the individual 
to keep records. These records, he said, 
serve as a task master. They keep an 
agent along a certain course and he can 
tell just where he is going and what 
he is accomplishing. Every agent he 
said should aim to secure an applica- 
tion a week. Mr. Jones said that his 
average premiums have increased even 
in hard times, his average now being 
$40. Mr. Jones said that no one can 
work effectively without he has some 
goal at hand. He aims to have at least 
five interviews a day. W. H. Dallas an- 
nounced that last year Mr. Jones had 
only one rejection, it being for $5,000. 

Chier on Building Clientele 


M. C. Chier of the Milwaukee agency 
in telling about how he builds his clien- 
tele declared that sound prospecting, 
sound soliciting and sound selling 
should be the fundamental principles un- 
derlying agency work and service. These 
are necessary in building a clientele. 
Life insurance he said has to be sold be- 
cause few people are seeking it volun- 
tarily. Mr. Chier regrets to see a per- 
son lapse because he generally turns to 
a competitor when he wants other insur- 
ance. Therefore he attempts to leave 
clients who lapse in a good frame of 
mind so that he can return to them. 
He tries to create confidence. Mr. Chier 
said that high pressure business does 
not stay on the books. He explained 
his system of testimonials from pur- 
chasers. He also has the autograph of 
every person who has taken insurance 
from him, giving his address and occu- 
pation. These are exhibited to good 
stead in soliciting as they are placed on 
sheets. 


Falkstein Backs Life Income Policy 


F. B. Falkstein of San Antonio, a 
young man 23 years of age, who has 
made an excellent success in his work, 
explained some of his plans in selling 
the life income policy. He thinks that 
this is the easiest contract to sell and 
there are more prospects in his opinion 
interested in this form of insurance than 
any other. Mr. Falkstein devised his 
selling plans during the depression be- 
cause he entered the business after the 
break came. He said there is both a 
sentimental and business appeal in this 
policy. He finds that it is popular and 
when people are satisfied with this 
form they talk about it. 





HOME OFFICE PEOPLE 











There was a heavy, majestic and over- 
whelming delegation from the home of- 
fice, there being present President M. B. 
Brainard, Vice-president and Actuary E. 
E. Cammack, Vice-president and Con- 
troller R. W. Myers, Vice-president S. 
T. Whatley, Assistant Vice-president W. 
H. Dallas, Agency Secretary Clyde Gay, 
Assistant Superintendent of Agencies R. 
B. Coolidge, Assistant Auditor H. E. 
Wright, Assistant Auditor George Hous- 
ton, Assistant Secretary I. F. Cook, As- 
sociate Medical Director P. M. Cort, As- 
sistant Controller J. C. Duncan, Agency 
Assistants V. D. Burgesser, W. C. Cous- 
ins and N. M. DeNezzo and R. H. 
Pierce, editor “Life Aetna-izer.” 


Agency Assistants V. D. Burgesser and 
N. M. De'Nezzo had charge of the details 
and arrangements for the convention, all 








Officials Speak of Changing Day 


(CONTINUED FROM PAGE 2) 
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of the company he said are at all times 
ready to assist an agent in closing group 
cases. 

In talking of interest returns, Mr. 
Cammack said that the fall in the rate of 
interest during the last 18 months is of 
great importance. The New York banks, 
he said, are only paying 1% percent on 
savings accounts and then only up toa 
certain sum. The amount allowed on 
savings accounts is graduated down until 
no interest is paid on the larger sums. 
Mr. Cammack said that the life compa- 
nies are confronted with blocks of no 
interest bearing securities and the neces- 
sity of keeping a large amount of cash 
on hand. He predicts higher non-par- 
ticipating rates and lower dividends on 
part of the mutual companies. At the 
present time, he said, insurance is being 
sold at bargain prices in comparison 
with what it may be in the future. The 
rates on all new investments he said are 
lower than the old. 


Shut Down on Investment Forms 


Mr. Cammack said that the companies 
are ceasing to write as they did, single 
premium annuities, the combination of 
annuities and single premium life and 
the five-year endowments. They do not 
want more money to invest than is 
necessary. Despite these restrictions, he 
said, the company is seeking life policies 
and the higher endowments. Life com- 
panies, he said, must keep in mind the 
trend in interest rate and the probable 
interest yield. Annuities, he said, have 
had a big appeal. People are turning 
to life insurance because of their faith in 
it. Because of the present rates, he said, 
it is a good time for people to buy their 
insurance before any further action is 
taken. Non-participating policies he 
thinks are very attractive now because of 
the guaranteed rates. He predicts that 
there will be a greater demand for non- 
participating insurance from now on. 


Favors Term Insurance 


In speaking of term insurance, Mr. 
Cammack said that he was sorry the 
Aetna Life did not write more of this 
type. He also likes the modified life 
policies. While he said that some of his 
associates did not agree with him, yet 
he feels there is a big place in the busi- 
ness now for these policies. 

In speaking of inflation, he said that 
if a person is buying term insurance he 
has no equity to shrink and he will be 
paid in the same kind of dollars that he 
puts in. 


Dr. P. M. Cort’s Observations 


Dr. P. M. Cort, associate medical di- 
rector of the Aetna Life, in speaking of 
some of the trends in medical underwrit- 
ing, said that the company is paying 
more attention to diastolic blood pres- 
sure records. He said that the Aetna 
Life is making a more careful selection 
of local medical examiners. He is not 
in favor of having a large number of 
examiners in a city. In New York City, 


‘he said, all the examining is done prac- 


tically by four men. In Greater New 
York the Aetna Life is laying down a 
rule that if preliminary examinations are 
made, abnormal features must be re- 
ported. He thinks that this will be ex- 
tended to other sections. Dr. Cort said 
that when a person is taking more in- 
surance the same medical examiner 
should not be called in. This will serve 
to eliminate the personal equation. As 
a person takes on more insurance medi- 
cal examiners should alternate. 


Retirement of Medical Examiners 


Dr. Cort said that the Aetna Life had 
decided to retire all medical examiners 
at age 65. There may be some excep- 
tions but as a general rule he said this 
will be followed. Agents from time to 
time, he said, will urge the company to 
pass a man where he has either reduced 





of which were carried on in exemplary 
style. : { 








in his weight or where the prospect has 


a 
new weight level must be established jg 
a year before there is a new rating, He 
said that an accurate weight record ; 
very important in non-medical cases, 

In referring to the electro-cardiograp, 
he said that this instrument only reyes; 
what is occurring in the heart musclg 
and does not record impairments of the 
heart itself. He said that it is the on} 
means ofttimes of locating latent hear 
trouble. In referring to these new mejj. 
cal devices he said that they are of grey 
benefit to the agents. By their use the 
medical department is able to get a yery 
true picture of an applicant. He recite 
many cases that would have been turn 
down had not these instruments bee 
used. New methods and tests he sai 
are very beneficial. They give a large 
knowledge. Where the medical depart. 
ment finds that the instruments ar 
showing exact conditions, rejections ar 
decreased. Dr. Cort referred to the dan. 
ger where there are multiple impair. 
ments and heart trouble. He said tha 
the percentage of good business is les 
because of the depression and its ter- 
rific effect on the body. He urged the 
agents to intensify their efforts among 
the smaller groups which can pas 
muster. 


Dallas on Underwriting Phases 


W. H. Dallas, assistant vice-president 
and head of the underwriting depart- 
ment, in speaking of some of the work 
in his line, declared that 1932 saw the 
high suicide rate. Last year it was 50 
percent of what it was in 1932, although 
it is still high when compared with 
predepression standards. Mr. Dallas said 
that the business written since 1928 has 
given a very good account of itself from 
a mortality standpoint. The company, 
he said, is getting the results of its re- 
vised underwriting policy in recent years. 
The death rate on business issued before 
1928, he said, is still high and will con- 
tinue to be high. The policies taken 
over through group conversion show a 
higher death rate than others. He said 
the substandard department death rate 
is less relatively this year than the ordi- 
nary. During the first six months the 
Aetna Life issued 70.8 percent of the 
amount applied for. It issued 76.6 more 
in applications. He said it must be re- 
membered that 70 percent of the rejec- 
tions are medical. 


More Impairments Are Found 


Mr. Dallas said that a larger amount 
of new business offered has more im- 
pairments than existed, for instance, in 
1925. This is due, of course, to the 
harder times and the greater difficulties 
in securing applications. The rate of re- 
jection on brokerage business is twice as 
great as that for full time agents. Mr. 
Dallas said that he would regard a re- 
jection rate up to 10 percent as good, 
10 percent to 20 percent fair and over 
20 percent bad. 

Mr. Dallas said that during the last 
few months the company had loosened 
up somewhat on applications for $5,000 
or less where full time men are involved. 
The company is endeavoring to help the 
agents without in any way sacrificing 
safety. As business improves he says 
there will be a better rejection ratio. 


Extra Mortality in Liquor Dealers 


Mr. Dallas said that there is no doubt 
but there is an extra mortality on all 
engaged in the liquor business, whatever 
special part it may be. The experience 
in that line he’said has been unfavorable. 
There is still much bootlegging and te 
gardless of one’s associations with the 
liquor business he is exposed to greatet 
hazards than those in the ordinary walks 
of life. Mr. Dallas also called attention 
to the extra hazards in flying regardless 
of the favorable publicity put out by the 
airplane companies. The Aetna Life, he 
said, has laid down rules which it will 
follow and so far it does not see its way 





gained in weight. Dr. Cort said that the 
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the underwriting of habit cases especially 
where a man acknowledges that he takes 
drink now and then, Mr. Dallas said 
that the company fears the spree, secret 
and heavy daily drinker. He created 
some amusement when he said: “We try 
not to discriminate so far as the social 
and convention types are concerned.” 
Mr. Dallas said that keeping in mind 
that the surplus comes from three 
sources, profits on investments, savings 
in expense and mortality savings, there 





is a great responsibility placed on the 
underwriters because the investment 
profits are almost nil and the expense 
profits are small. Therefore a company 
must rest pretty largely on its mortality 
savings. Mr. Dallas said that he did not 
see any major change in general under- 
writing policy ahead just now. There 
will be some minor changes from time to 
time but he does not predict anything 
drastic along that line in the immediate 
future. 





August Sets Production Marks 





_—— 


Equitable Life of New York—The 
central department, with headquarters 
in Chicago, directed by W. M. Rothaer- 
mel, superintendent of agencies, had ex- 
cellent production in August and for the 
eight months stands 38 percent ahead of 
the same period last year. The depart- 
ment up to Sept. 1 paid for $128,603,579, 
or $35,339,949 more than up to Sept. 1, 
1933. The Chicago agencies especially 
are showing an advance, in August hav- 
ing a 106 percent increase with $6,153,- 
000. The outside agencies wrote $8,- 
735,000 in the month and the entire de- 
partment $14,888,450, a 26 percent in- 
crease over August, 1933. 

The leading agency of the central de- 
partment for August was the Sam 
Lustgarten office with $1,554,843 of busi- 
ness, and for the eight months $9,822,- 
142, The W. V. Woody agency of 
Chicago was second for the month with 
$1,248,837 and total for the eight 
months $7,033,895, putting it in ninth 
place in the society’s honor roll country- 
wide for the eight months. The R. M. 
Ryan agency, Detroit, wrote $1,000,506 
in August, and has $10,597,474 for the 
eight months, leading in the department 
for the latter period. The A. M. Embry 
agency, Kansas City, was fourth for Au- 
gust, with $932,277 and second for eight 
months with $10,428,990. The M. C. 
Nelson agency, Des Moines, was fifth 
for August with $856,407 and total pro- 
duction to date $8,243,380. The L. H. 
Kellogg agency, Chicago, was sixth in| 
the department for August with $840,140 
and total for eight mantis $5,447,099. 

* cd 





Reliance Life—Applications totaled 
2,904 last month for best August record] 
in history. Volume of $7,436,466 repre- 
sents 75.7 percent gain and is within 
71 percent of record August in 1930.| 
Accident insurance totaled $828,000 
Presi- 
dent A. E. Braun honored in drive. 

* OK OX 





Provident Life & Accident—Sales| 
total for 1933 passed in first eight 
months. Last month best August in 
history with 89 percent gain over 1933 
and 34 percent over July. Eight month 
paid gain 76 percent, submitted busi- 
ness gain 62 percent. 

* * * 

George Washington Life—Increase of 
101 percent in applications and 78 per- 
cent in paid volume in August in drive 
in honor of President C. L. Preston. 





Equitable Life, Ia—August paid to- 
tal $4,570,541, gain of $542,899 or 13.5 
percent for 11th successive monthly 
gain. Average gain for the first eight 
months runs more than _ $1,300,000. 
Griffin, Ingram & Pfaff, Chicago, led 
all agencies in August with $382,500. 
During the month G. W. Randall, Wil- 
liamsport, Pa., attained his 750th One- 
a-Week Club anniversary and C. R. 
Reed, Pittsburgh, reached 550 weeks; A. 
M. Boex, Cincinnati, 400 weeks, 


Guardian Life—Largest August pro- 
duction in its history is reported. With 
issued business figures surpassing all 
previous August totals, a gain of 58 per- 
cent in paid production over August, 
1933, was registered. The tenth consecu- 
tive monthly increase August’s gain 
brought paid production for the first 
eight months of 1934 to a point 43 per- 
cent above last year’s total for the 
period, with 75 percent of the company’s 
agencies reporting increases in paid pro- 
duction for the first eight months. 

The return of President Heye to his 
desk at the home office Sept. 4 was sig- 
nalized by the field force with the great- 
est volume of business ever received by 
the Guardian on one day. The total of 
609 applications for $2,794,566 received 
on that day exceeded both in number of 
lives and in volume the best previous 
daily records. 


* x 
New Era Life, Mich. Eight-month 
production equal to entire year 1933. 
August biggest month in eight years. 
C. T. Johnson, district manager at Cad- 
illac, Mich., in special campaign sold 
130 policies for $102,500. 


H. A. Hedges, Kansas City, Equitable 
Life of Iowa—Hight-month gain 80 per- 
cent. 

John W. Yates, Los Angeles, Massa- 
chusetts Mutual Life—Eight-month total 
40 percent over 1933 and 66 percent over 
1932. Last month best August in history. 

M. E. O’Brien, Michigan, American 
Life, Mich—August increase 125 per- 
cent with $500,000 sales. 

C. J. Iredale, Cincinnati, Penn Mutual 
Life — Seven-month increase over 100 
percent. 

Bokum & Dingle, Chicago, Massachu- 
setts Mutual—Substantial increase so 
far this year and production since Feb- 
ruary steadily increasing. 

H. S. Standish, Los Angeles, Sun Life 
of Canada—Gain of 25 percent for year. 








New York Life Gatherings 
to Be Held This Month 


Several New York Life meetings are 
scheduled in the midwest this month. 
The $200,000 club will hold its conven- 





} ton at Hot Springs, Va., Sept. 24-26. 


The Top Club held its meetings last 
week at Del Monte, Cal. The $100,000 
club of the central department will meet 
. awsonia, Green Lake, Wis., Sept. 
a The central department is under 
Aspector of Agencies R. H. Whitney. 
he $100,000 clubs of the northwest de- 
eet under Inspector of Agencies 
Ped Peters, Minneapolis, and midwest 
partment under Inspector of Agencies 
Ed R. Carter, Chicago, will meet at the 
Pg ae Beach hotel Chicago, Sept. 
baler Seton Lindsay, vice-president, 

address both the Edgewater and 


jaursonia gatherings of New York Life 





Penn Mutual Leaders Start 
Convention at Swampscott 





Leading agents of the Penn Mutual 
from the east and south this week are 
gathered at Swampscott, Mass., for the 
annual agency convention. The first 
three days of next week the agents from 
the central and western sections of the 
country will attend. Originally a joint 
convention was planned, but so many 
qualified that it was necessary to call in 
the two groups at different times. The 
programs will be identical. The two 
sessions will be attended altogether by 
about 900. 

This is practically a 100 percent 
agents’ convention. The only home of- 
fice speakers are President William A. 
Law and Vice-president F. H. Davis. 
Much attention is being paid to pros- 
pecting methods and problems and to 
various types of income insurance. 








The Years of Quiet Pleasures 


Should be traveled the way of security and happiness. 
Financial worry and dependence should be left behind. 


The Girard Income and Insurance Plan looks forward to 
the joys of free and tranquil years of retirement. 


It is one of the many modern services Girard agents may 
perform for their clients. 


GIRARD LIFE INSURANCE COMPANY 





Opposite Independence Hall 
Philadelphia, Pennsylvania 
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“Life insurance companies are 
judged on their record of prompt 
payment of claims; their man- 
agement and personnel; their 
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ENERAL Wy LIKE INSURANCE COMPANY 


financial stability and integrity; 
and their effectiveness in pro- 
viding adequate remuneration 
for their field representatives.” 


Ee MANNER in which we are 
meeting these standards of a 
life insurance company is 
described in two booklets: 
“How to Judge an Insurance 
Company,” and “Let’s Talk 
About Your Future,” which 


we shall be glad to send you. 
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Life Companies and Their Farms 


Lire insurance companies have the op- 
portunity to render a tremendously im- 
portant service in the disposition of the 
farms they have acquired through fore- 
closure during recent years. The AETNA 
LirE has produced a moving picture film 
to illustrate some of the rehabilitation 
work that it has been doing with its 
farms. This film was shown and ex- 
plained at recent regional conferences of 
its agents by Vice-president S. F. West- 
BROOK, who is in charge of the mortgage 
loan department. 

Many of the companies are now defi- 
nitely marking out a constructive policy 
with regard to their farms which is very 
practical and arresting to students of 
agricultural problems. 

In days gone by a foreclosure on a 
farm mortgage was most unusual, If 
a company found it necessary to take 
such action the property could easily be 
sold. Therefore a company did not own 
a farm for any great length of time. 
Farm mortgages were regarded as most 
desirable from a life insurance company 
investment standpoint. Then came the 
terrific deflation in farm values and the 
chaotic conditions that followed. Life 
conipanies found themselves as owners 
of farms in large numbers. They were 
forced to take up farming on a prac- 
tical and extensive scale. This was en- 
tirely out of their scheme of things but 
the conditions of the times made it 
necessary for them to assure control 
of these properties. 

Naturally they had no precedent to 
follow. They were almost bewildered 
with the task before them. There were 
many suggestions made and a number 
of experiments tried. Now that com- 
panies have had a chance to turn around, 
carefully appraise the farm situation and 
take a forward look each has decided 
for itself what road it will follow. For- 
tunately those that have a sane business 
outlook, a hopeful view and abiding faith 
in our country are rehabilitating farms 
that were run down and practically un- 
marketable. Many farms had been liter- 
ally stripped of their soil resources. The 
land had become extremely thin because 


it had been cropped beyond all sensible 
limits. Buildings and fences were di- 
lapidated. Fields were overgrown with 
weeds and brush. Many of these farms 
were unsightly to behold. 

In the film shown by the AEtNA Lire, 
there are many pictures of farms as they 
were seen when the company was 
forced to take them over. Then other 
pictures show what has been done in 
restoration or repair of buildings, refer- 
tilization of the soil, building fences, etc. 
The effect of the resoration is impres- 
sive. Farms that appeared almost 
worthless, through practical rehabilita- 
tion are put in shape where they can 
be used as examples to others. Much 
has been done in restocking farms, in 
analyzing soils and in doing scientific 
farming. The right kind of fertilizer is 
used and business methods are employed 
in conducting the farms. 

In this work of restoration and reno- 
vation, in improvement and reconstruct- 
ing, the life companies are not only put- 
ting the properties in shape where they 
have greater sales value but they are 
contributing much to agriculture by 
showing what can be done when farms 
are worked and operated in a business- 
like, scientific way. Companies found 
that nothing was to be gained by let- 
ting impoverished and run down farms 
remain. Even if considerable money 
has to be spent for improvement, the ul- 
timate loss will be much less because 
these properties are put in condition 
where they are attractive. Life compa- 
nies have shown farmers that it is pos- 
sible to accomplish much more with 
their land if proper methods are fol- 
lowed 

Life companies have contributed much 
to the welfare of the people in a ma- 
terial way Their money has been spent 
in a multitude of enterprises and com- 
munities have been benefactors Now an 
opportunity arises for the companies not 
only to improve their own situation but 
to act as exemplars in the agricultural 
districts where they have farms, The 
companies, therefore, that are using sound 
business principles are not letting these 
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PERSONAL SIDE OF BUSINESS 





tual Life, died recently. He was elected 
president of the Insurance Federation 
of Ohio last June. 

The executive committee of the fed- 
eration will meet in the near future to 
elect another president. 


William Murdoch, 62, former secre- 
tary of the Oklahoma insurance board, 
was stricken with a heart attack at his 
home and died within a few hours. He 
had suffered previous slight attacks but 
was believed to have been improving, 
and spent the dav preceding his death 
in his office attending to business as 
usual. Mr. Murdoch served as secre- 
tary of the insurance board in 1931. 
Since his resignation he has acted as re- 
ceiver for several insolvent life compa- 
nies, 


Mrs. Anna Simons, widow of Abra- 
ham N. Simons, recently deceased, will 
continue his life insurance work at the 
Wortman Agency of the Security Mu- 
tual in Boston. Mr. Simons was the 
leading producer in the agency. He was 
also assistant secretary to Lieutenant 
Governor Bacon of Massachusetts. 


R. G. Richards, agency secretary At- 
lantic Life, and H. R. Hill, Richmond 
general agent State Mutual Life, will 
conduct life insurance courses at the 
evening school of the University of 
Richmond the coming session. Mr. 
Richards’ course will be on “Life In- 
surance Psychology and Salesmanship” 
and Mr. Hill’s on “Insurance Prin- 
ciples and Practices.” Mr. Richards 
will also conduct a course in the same 
school dealing with the relation of the 
“New Deal’ to business. 


G. W.. Noble, 72, Omaha general 
agent of the New England Mutual Life, 
died at Oakland, Cal. He was taken ill 
while visiting with a daughter, Mrs. A. 
B. Griffith, in Berkeley, Cal. 


John D. Morphy of Morphy & Peter- 
son, general agents Berkshire Life in 
Detroit, and Mrs. Morphy have returned 
from a two months’ stay in Europe. 


Brig.-Gen. W. O. H. Dodds, 67, gen- 
eral manager Mutual Life of New York 
in Montreal, died there. He had been 
in the insurance business in that city 
for 40 years. 

W. F. Meiburg, secretary Guaranty 
Life of Iowa, is observing his 30th an- 
niversary of service. He started as an 
office boy and since then has held many 
important positions. 


Fifty agents of the American Life 
presented new business totaling $137,000 
to President Clarence L. Ayres on his 
birthday as a tribute to his leadership. 


Will G. Farrell, Penn Mutual Life, 
well known life underwriter and asso- 
ciation worker, conducted as chairman 
the meeting which started the Los An- 
geles Community Chest campaign, with 
former President Herbert Hoover and 
Irvin S. Cobb as principal speakers. 


John L. Shuff, Fort Thomas, Ky., for- 
mer home office general agent of the 
Union Central Life, is backed as Demo- 
cratic nominee for governor of Ken- 
tucky. 


Cink. Blackburn, son of Thomas W. 
Blackburn, for many years secretary of 








despoiled farms remajn. The work of 
restoration enhances the value of these 
properties at once. The officials who 
have worked out these plans for rehabili- 
tation and improvement deserve much 
credit. 
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Lewis A. Stout, vice-president and| the American Life Convention, is 


general counsel of the Columbus Mu-| ing urged for one of the important se. 
retarial posts in the reorganization of th 


Life Office Management 


Association, 


Mr. Blackburn attended the Universit 


of Nebraska and Dartmouth College 


was graduated from the Naval 
in 1916. 
of the Illinois Military School 
don. He has had experience 


and 
Academy 


He is at present commanday 


at Abing. 
In the a. 


tuarial department of the Travelers an 


the Prairie Life of Omaha. 


He als 


operated for a time a general agency 


in Omaha. 


C. L. Clark, secretary and actuary of 
the Liberty Life of Topeka, accompa. 
ied by Mrs. Clark, is in Los Angeles o 
a business trip and is spending som 


time in southern California. 
contemplate a visit to San 
and return to Los Angeles for 


His plans 
Francisco 
a stop of 


a few days before returning to Tope 


Charles F. Williams, president of the 


Western & Southern Life, ha 


s donated 


a painting by Frank Duveneck, “Italian 
Girl with Rake,” to Xavier University 


of Cincinnati. 


It is believed to have 


been painted on the grounds of the 
“Bella Squado” in Florence in 1886. 


The 32nd (Red Arrow) Division Asso. 
ciation at its reunion in Detroit elected 
Col. S. D. Pepper, general counsel of 


the Michigan Life, honorary 


president, 


The divisional meeting attracted som 


4,500 veterans. 


The division saw much 


service overseas during the world wa. 


H. D. Talbott, 45, for several years 
Oklahoma state agent of the Wet 


Coast Life, with headquarters 


in Okt 


homa City, was found shot to death in 


his automobile. 
the verdict. 


Self-inflicted death wa 


The Scranton Life in August, in honot 


of President W. P. Stevens, 
more written business than 
similar period in the past ye 


produced 
in any 
ar. Paid 


business figures are also very satisfat 


tory. 


W. M. Liscom, 


Cleveland  generd 


agent of the Bankers Life of Nebraska 
led all representatives of his company it 


personal production 
agency ranked third. 


in August. 


His 


E. B. Stephenson, president of the Se 


curity Mutual Life of Lincoln, 
returned to his desk after five 


Neb., has 
weeks of 


illness, largely due to excessive heat. 


A. W. Ulrici, whe was in charge 


the Cincinnati agency of the 
Mutual Life for many years, 
week. He was 75 years old. 


Phoenix 
died last 
He was 


a member of the board of Wittenbess 
College, Springfield, O., and was stati 
tical secretary of the Ohio synod of tht 


United Lutheran Church. 


Pearce H. Young, recently 


appointed 


manager of the Union Central Life 


St. Louis, is officially opening new 


ters in the Missouri Valley Tr 
ing, Sept. 21. The office 


quat- 
ust build: 
is new! 


equipped throughout and is exceptior 


ally attractive. Mr. Young is 
a cordial invitation to life m 
spect the new quarters. He 


extending 
en to it 
was fe 


cently transferred from Indianapolis ® 


St. Louis. 


For many years August has 
aside by the Cedar Rapids Life 


of its president, C. B. Robbins, and the 
field force writes applications as @ 
ute to him. Vice-president and 


been set 
in honof 


tri 
Agency 


Director Jay G. Sigmund reports that 
August was the best month the compat 


has had in 1934 with the exc 
March. 


duction. 


March production was pie 
$3,000 ahead of the August, 1934, Pf" 


eption 0 
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NEWS OF THE COMPANIES 
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Stockholders Consider Plans 


Special Meeting Called for Sept. 17 to 
Decide Course of Action in Federal 
Union Life 





A special meeting of stockholders of 
the Federal Union Life of Cincinnati 
has been called for Sept. 17 to consider 
plans for reinsurance of the company 
or the paying in of additional capital. 
Prior to the death of President F. M. 
Peters some months ago the company 
virtually had been placed in the hands 
of the Ohio insurance department which 
since has been going into the company’s 
affairs. Irregularities were discovered 
and resources found to be considerably 
reduced, the department reported. The 
company withdrew from all states ex- 
cept Ohio, discontinued its industrial 
business and made other changes. It is 
understood the department has required 
that capital be increased or a reinsurance 
plan submitted within a short time. 

The Federal Union was organized in 
1914 by men formerly associated with 
the Ohio National Life. Of late years 
it has virtually been in control of Presi- 
dent Peters and O. K. Jones, vice-presi- 
dent and counsel. It had a fairly rapid 
growth, writing both monthly payment 
and ordinary business and operating in 
a number of states including Ohio, Indi- 
ana, Illinois, Kentucky, Pennsylvania, 
District of Columbia and West Vir- 
ginia. 

Its business in force Jan. 1 was modi- 


| fied preliminary term, Illinois standard, 


honor 
oduced 
n aly 

Paid 
itisfac- 









enerdl 
yraska, 










$17,818,919, on which reserve was $2,- 
586,330; Ohio standard, $345,000, re- 
serve $154,290; full level premium $1,- 
172,225, reserve $55,958; select and ulti- 
mate $373,500, reserve $30,159; standard 
industrial $5,593,472, reserve $478,148; 
additions $2,869, reserve $2,399; full level 





premium group $9,539,300, reserve $33,- 
835. The company wrote non-partici- 
pating only and had ordinary life of 
$17,169,637, endowment $6,807,971, term 
and other forms $1,325,508, additions 
$2,869, group $9,539,300, and industrial 
$5,593,472, a total of $34,845,285. It 
wrote last year $12,811,580 and termi- 
nated $14,023,131. 

Assets according to the January. 1 
statement were $4,329,430, net reserve 
$3,287,892, policy claims $35,903, sur- 
plus or special funds apportioned $35,- 
372, other liabilities $605,013, making 
total liabilities except capital and sur- 
plus $3,964,108. Capital stock was 
$250,000 and surplus $115,250. The 
company had a fair mortality record 
with an expected mortality last year of 
$320,001 and a ratio of actual to ex- 
pected 54.2 percent. 

There was considerable group and 
newspaper business, including a num- 
ber of fraternal groups. Some time ago 
it took over the weekly industriai busi- 
ness of the American Bankers in a 
number of states and started a weekly 
industrial department, mostly colored, 
but when the company got into diffi- 
culties this business was transferred to 
a southern company. 

Since President Peters’ death it has 
been known that the company was in 
difficulties and the Ohio department has 
been trying to devise means of preserv- 
ing the policyholders’ interests. Some 
difficulty was experienced in straighten- 
ing out records, particularly regarding 
investments and various transactions of 
a questionable nature were uncovered, 
the department stated. Various com- 
panies have considered taking it over 
on a lien plan. 


Mississippi Valley Life Report 
Claims filed against the Mississippi 


Valley Life total $631,000, while assets 
include $20,000 cash and real estate of 


a book value of $200,000, it is shown in 
a report filed by the co-receivers, W. E. 
Caulfield and Superintendent O’Malley, 
in the circuit court at Clayton, Mo. Oct. 
8 was set as the last date on which ob- 
jections to the report might be filed. 
Claimants are for the most part pol- 
icyholders and beneficiaries under pol- 
icies issued before the company was 
placed in receivership in April, 1932. 





Montana Life Stages Big 
Silver Anniversary Drive 





The Montana Life staged a big one 
day production drive Monday of this 
week, that being the silver anniversary 
of the company. This was the open- 
ing day of the company’s silver jubilee 
year and special efforts were exerted 
to make Monday’s production the largest 
in any previous day in the company’s 
history. Every agent who produced one 
application on that day will have be- 
come a charter member of the silver 
jubilee club. 





Minnesota Mutual Moving 


The Minnesota Mutual Life plans to 
start moving into its new home offices 
in the Builders Exchange, St. Paul, Fri- 
day evening, Sept. 14, and to open for 





business in the new and larger quarters 
Monday morning. The offices will be 
closed all day Saturday to facilitate the 
removal. 


Fourth Bid Accepted 


A fourth bid for the business of the 
defunct State Life of Illinois has been 
received and accepted by the receiver. 
It is that of the Service Life of Omaha. 
The other bidders are the Old Republic 
Credit Life and the Pilgrim National 
Life, both of Chicago, and the Illinois 
Bankers Life of Monmouth, Ill. Pre- 
liminary hearings will be conducted by 
the receiver and the Illinois insurance 
department with the individual bidders 
Friday and Saturday of this week. 
Amendments may be submitted to some 
of the bids. 








Leaver, Poorman on West Coast 


John H. Leaver, vice-president and 
agency director, and F. Poorman, 
vice-president and actuary of the Cen- 
tral Life of Iowa, are on the Pacific 
Coast on a three weeks’ agency trip. 


Nebraska Promotion Dies 


LINCOLN, NEB., Sept. 13.—The Ne- 
braska Life, organized some months ago 
by Chicago and Minneapolis people, has 
withdrawn its application for a charter. 
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Advanced by Great Southern 








F. D. ALLBRITTON 


F. D. Albritton has been appointed 
general sales director of the Great 
outhern Life. He has been agency 
director of the Houston division for six 
years, building the agency from a few 
scattered agents to the largest in the 
ompany, paying for over $8,000,000 an- 
nually, 
Pd H. Childers, who has been agency 
‘rector of the San Antonio division 
he 5 Rbreab has been transferred to 
— On division succeeding Mr, 
Pic several months the Great South- 
n has been planning development of 








CHILDERS 


WwW. H. 
the new business department. Mr. Al- 
britton’s appointment is a part of this 
expansion program. Several new dis- 
trict agencies have been established in 
Texas, with company supervisors in 
charge. This general plan of agency 
development will be continued through- 
out the company’s entire territory. 

The new business production is re- 
sponding to this plan of intensive 
agency development. President E. P. 
Greenwood and the other officials look 
forward to increasing volume and de- 
velopment of a large and well trained 
agency organization. 





Off to a good start, Central Life’s Field 
Force is setting a fast pace qualifying for 
the Convention this strong, 38-year-old 
Mutual company will hold in Yellow- 

stone Park in August, 1935. 
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“More than twice!” 


“Ves sir, the Continental Amer- 
ican maintains a surplus more 
than twice as great as is usually 
considered necessary.” 


Financial strength has always been 
a dominating characteristic of this 
Company. 





Wilmington-- Delaware 


For Agency Matters Address 
D. E. JONES, Vice-President 

















Executives of several Nebraska life 
companies had entered objections based 
on the company’s scheme of financing. 
Insurance Director Herdman had in- 
dicated to the company officials that 
he would not approve the corporation’s 
setup as outlined in the application. 


The promoters tried to launch the 
company with assets consisting entirely 
of a mortgage covering a 99-year lease- 
hold on the McKnight office building 
in Minneapolis. R. J. Nitky of Chicago 
was the owner of the mortgage and 
was going to turn it over to the com- 
pany in return for a major stock inter- 
est. H. E. Worrell, formerly secretary 
of the Omaha Life, was slated for presi- 
dent of the company. Among others 
interested in the promotion were H. F. 
Hamlin, former municipal court judge 
in Chicago, and C. . Howe, former 
president of the Old Republic Life of 
Chicago. 


N. Y. Company for Sale 


Control of the Guaranty Life of New 
York is for sale, it has been revealed 
by Col. F. R. Stoddard, general counsel 
for the .company.’* The Guaranty Life 
was chartered in 1930 with capital and 
surplus of $900,000. It started at a bad 
time and after two years sold its busi- 
ness to the Manhattan Life and reduced 
its capital to $105,000 and returned to 
stockholders $24 a share on the 30,000 





shares. The present capital and surplus 
amount to about $180,000. Colonel 
Stoddard pointed out that the company 
should prove attractive to a buyer, be- 
cause it has a New York charter and is 
in the fifth year'of its existence. 





Moriarty Visits Agencies 

DALLAS, Sept. 13—John J. Mor- 
iarty, vice-president General American 
Life, met with the general agents of his 
company from Texas and Arkansas in 
the quarters of the Ricks Strong gen- 
eral agency in Dallas. In addition he 
conferred with the Dallas agency force. 
Mr. Moriarty left for a month’s visit 
on the Pacific Coast where he will in- 
spect agencies. 





Hart Northwestern Supervisor 


L. R. Hart has been named supervisor 
of agencies of the West Coast Life, 
with headquarters in Spokane, Wash. 
His territory will include eastern Wash- 
ington and northern Idaho. 


Dr. DuPree Is Advanced 


Dr. J. W. DuPree has been appointed 
associate medical director of the Lamar 
Life. He recently went to the head of- 
fice of the Lamar from Greenville, S. C., 
and assumed charge of underwriting. 
He was for several years medical di- 
rector of the Southeastern Life. 











LIFE AGENCY CHANGES 





Woodall Successor to Tudor 


Office Manager Takes Charge of Mutual 
Benefit’s Winston-Salem, N. C., 
General Agency 








Basil T. Woodall has been appointed 
by the Mutual Benefit Life as general 
agent at Winston-Salem, N. C., to suc- 
ceed the late George C. Tudor. 

Mr. Woodall has been cashier and of- 
fice manager of the Winston-Salem 
agency since it was established in 1916, 
and has also found time to develop a 
substantial personal clientele. For nine 
years prior to 1916, he was connected 
with the Raleigh agency of the Mu- 
tual Benefit. He has had no business 
connection other than with that com- 
pany. 


Two Named by Protective 


The Protective Life has appointed J. 
F. Cowling manager for Asheville, N. 
C. with offices at 203 Taylor building. 
He is a native of Alabama with 10 years 
experience in life insurance. The Pro- 
tective Life is entering Georgia, estab- 
lishing an office at Columbus with A. 
B. Hale in charge. He was formerly 
manager of the Birmingham home of- 
fice agency. 





Sams Gets Middle Tennessee 


The Atlantic Life has appointed A. 
R. Sams general agent for middle Ten- 
nessee with headquarters in the Stahl- 
man building, Nashville, succeeding G. 
L. Hicks, resigned. Mr. Sams was for- 
merly assistant manager at Richmond 








for the Life & Casualty of Tennessee. 


Bankers Mutual Appointments 


Leonard H. Engstrom, agency manager 
of the Bankers Mutual Life of Freeport, 
has made a number of important agency 
appointments. J. E. Walker becomes 
general agent at Lansing for 20 counties 
in Michigan. He had many years of ex- 
perience with the Michigan Mutual and 
the Guaranty Life of Iowa. At Grand 
Rapids, E. G. Squires, formerly with 
the Bankers of Iowa and the Guarantee 
Mutual of Omaha, takes eight counties. 

W. S. Vivian becomes general agent 
for five counties with headquarters at 
Ludington, Mich. He was formerly vice- 
president in the public relations activi- 
ties of the Insull organization. 

In Missouri, W. S. Smith has been 





made agency supervisor at Kansas City 
for the western half of the state. He 
was formerly sales manager for the 
United Securities Company. O. R. Os- 
mundson, until recently assistant agency 
manager at Chicago, has been moved to 
St. Louis as agency manager there. 
The Bankers Mutual Life has made 
a successful drive on agency organiza- 
tion this year. It operates in Missouri, 
Indiana, Michigan and Illinois. 





Guarantee Mutual Appointments 


A. G. Rossi of Warren, O., has been 
appointed manager of the Guarantee 
Mutual for three counties. 

Karl Pohlman, who has been associ- 
ated with I. D. Wallington, eastern di- 
vision manager at Cleveland, doing or- 
ganization work in Ohio, has been ap- 
pointed manager of the Cleveland area. 

Mr. Wallington is putting on an in- 
tensive organization drive in Ohio, Ken- 
tucky, West Virginia and Maryland. 





Los Angeles Manager Resigns 


E. B. Stirdivant has resigned as Los 
Angeles manager of the Fidelity Mu- 
tual Life and will devote his time to 
personal production. H. J. Garretson, 
assistant manager of agencies, is tem- 
porarily in charge of the agency. He 
expects to be there for several weeks. 





American Life Appointments 


Plec & Dobrowolski, Hamtramck, 
Mich., have been appointed general 
agents of the American Life of Detroit. 
The firm, which consists of W. Plec 
and K. Dobrowolski, was formed in 
1932 to act as general agents of the 
Detroit Life in that predominantly Pol- 
ish- suburb of- Detroit. E. J. Hart is 
appointed manager at Alpena, Mich. 





Gray Made Supervisor 


J. H. Gray has been appointed agency 
supervisor of the H. D. Leslie agency 
of the Northwestern National Life in 
Los Angeles. He was formerly San Fran- 
cisco general agent of the United Mu- 
tual Life, which recently discontinued 
operations in California. He started in 
life insurance in 1897 as office boy in 
the San Francisco agency of the New 
York Life. 


Mrs. Shaal’s Agency Merged 


The Equitable Life of New York 
agency in Boston which was managed 








SE 


by the late Florence Shaal has bee 
merged with the agency there of Fit. 
hugh Traylor, with Mrs. Eleanor J, F¢. 
ton in charge as unit manager. 





Central States Appointments 


The Central States Life has appointe 
the following new general agents: Ap 
Hales, Long Beach, Cal.; J. E. Shelfe 
Jr., Leesburg, Fla.; F. H. Brinkman apj 
Russell Watts, Elsberry, Mo. 





W. M. Horner 


W. M. Horner has been appointe 
director of sales of the life department 
of California Agencies, Los Angele 
He has had a wide experience in life 
underwriting, having been a leading 
general agent in Minneapolis before go. 
ing to Los Angeles several years ago, 





Dyer to San Antonio 


J. N. Dyer, Jr., for ten years assist. 
ant general agent of the Mutual Benefit 
Life and three years supervisor of the 
Connecticut Mutual Life in Oklahoma 
City, and son of J. N. Dyer, who served 
40 years as general agent of the Mu. 
tual Benefit Life, has joined the G. A. 
Holland Agency of the Connecticut 
Mutual in San Antonio, Tex. 





R. G. Sparks 


R. G. Sparks has been appointed as- 
sistant manager of the Connecticut 
General’s Kansas City, Mo., agency by 
B. W. Welsh, manager. He succeeds 
Jack Wilson, who has gone with the 
H. A.. Hedges agency of the Equitable 
of Iowa as supervisor of agents. 





Ww. E. Billheimer 


W. E. Billheimer has been appointed 
general agent in Kansas City, Mo, of 
the American Life of Denver. 





Life Agency Notes 








Cc. W. Tatum has been appointed 
branch manager of the Acacia Mutual 
Life at Shreveport, La. 

TT. E. Schuppel has been named unit 
supervisor for the Oregon Mutual Life 
with headquarters in Medford, Ore. 

Cc. S. Wright, Birmingham manager of 
the Acacia Mutual Life, has appointed 
WwW. W, Alvey, for three years with the 
Aetna Life, assistant branch manager. 

J. A. Tibbetts, formerly district man- 
ager of the Harvester Life of Dallas at 
Brownwood, Tex., has been appointed 
general agent there of the Minnesota 
Mutual Life. 

J. F. Pennington, formerly with the 
San Antonio, Tex., agency of the Pacific 
Mutual Life as associate general agent, 
has joined the southwest Texas branch 
agency of the Reliance Life. 2 

Agent Vernon Hartung of the Balti- 
more district of the Home Friendly has 
been promoted as staff manager in the 
Baltimore district. Staff Manager £. 
Mullen of the Baltimore district is trans- 
ferred as staff manager of special staff. 
Agent Meredith Palmer of the Washing- 
ton, D. C., district is promoted as staff 
manager of the same district. 


Big Ohio Corporation Case 

I. D. Wallington of Cleveland, eastern 
division manager of the Guarantee Mu- 
tual Life, has just closed a $1,000,000 
corporation case with the Middletown 
Distilling Corporation of Warren, VU» 
with premiums running over $50,000. 
This contract, covering the officers and 
directors of the firm, is reported to be 
the largest ordinary life contract writ- 
ten in Ohio this year. The business will 
be credited to A. G. Rossi, the compa 
ny’s manager at Warren. 


Candidate for Commissioner 
J. C. Peters, New York Life agent 
Olympia for ten years, has announce 
his candidacy in the Republican — 
for Washington insurance commissione 






























Pointed 
A 


fk 
shel fer 
an and 


Ointed 
rtment 
ngeles, 
In life 
eading 
re go. 
ago, 


ASSist- 
j 


cticut 


d as- 
cticut 
y by 
ceeds 
| the 
table 


inted 
., Of 


i i 








» meeting of the $250,000 club. 






September 14, 1934 


LIFE INSURANCE EDITION 

















LIFE COMPANY CONVENTIONS 





Texas Agents All Qualified 


Northwestern National’s Full-Time Pro- 
ducers Establish Record at Regional 
Meeting—Production Gains 








DALLAS, Sept. 13—Agency man- 
agers have dreamed about it for years, 
and company presidents have hoped for 
it, but it happened in Texas recently, 
namely, every full time agent qualify- 
ing for a regional convention. This 
was the unique experience of the Texas 
agency of the Northwestern National 
Life and as a result all of the Texas 
producers and their managers and 
supervisors are attending a conference 
at Camp Waldemar, Kerrville, Tex. 
Much credit for the achievement goes 
to Vincent Grainger, field supervisor for 
north Texas and manager of the Dallas 
ofice. Ninety persons are attending 
the conference, 75 from Texas and 15 
from Arkansas, and to signalize the 
occasion, President O. J. Arnold, W. F. 
Grantges, agency director, and H. W. 
Cook, medical director, attended from 
the home office. The agents qualified 
in an intensive campaign in July and 
August, which resulted in production 
of close to $500,000 of new business in 
Texas. The August production was the 
best in the last five years and double 
that of August, 1933. Production dur- 
ing the last 12 months has increased 800 
percent. F 


Union Central Stars Gather 








More Than 260 at First Convention of 
the $250,000 Club at White Sulphur 
Springs 





More than 260 managers, assistant 
managers and producers of the Union 
Central Life are in White Sulphur 
Springs, W. Va., this week for the first 
In the 12 
month qualifying period for the club, 
which ended Aug. 31, 210 agents rep- 
resenting 48 agencies made the grade. 

G. B. Hollister, leading producer of 
the Union Central home office agency in 
Cincinnati, will be recognized as the 
club president. During the year he has 
delivered and paid for $1,145,346. M. C. 
Kramer, Dallas, will be the vice-presi- 
dent, his production totaling $1,089,102. 

Nearly 60 managers and _ assistant 
managers are on hand and together with 
members of the home office staff and 
wives of club members, the total at- 
tendance is about 350. 


New England Mutual General 
Agents to Meet in Chicago 





Approximately 75 general agents of 
the New England Mutual Life from all 
parts of the United States are expected 
to attend a meeting Sept. 20-22 at the 
Edgewater Beach hotel, Chicago. The 


| Meeting was held at Swampscott, Mass., 


ast year. Home office officials ex- 
pected at the Chicago meeting are: George 
Willard Smith, president; George L. 
— agency vice-president; Walter 
aeeetts, underwriting vice-president; 
arold : Frost, medical director. 
Many of those attending the Chicago 
one will go to Milwaukee the fol- 
Owing week for the meeting of the Na- 
tional Association of Life Underwriters. 


Monarch Life Regional Meetings 


wee regional managers’ meetings 
= e held by the Monarch Life at the 
of + of the two months’ drive in honor 
pe, resident C. W. Young’s 30th anni- 
in ~y with the company. The meet- 
ie on enable Mr. Young to contact 
Par field forces personally. A 
held ng of western managers is to be 
“'¢ in Chicago Sept. 28-29. 











Prudential Agents to Meet 





Regional Conference of Industrial and 


Ordinary Departments to Be Held 
in Chicago 





A regional conference of industrial 
and ordinary agents of the Prudential in 
the large middle western territory will 
be held at the Edgewater Beach hotel, 
Agents will at- 
tend from the entire Chicago territory, 
and from St. Paul, Minneapolis, Cin- 
Indianapolis, St. 


Chicago, Sept. 20-28. 


cinnati, Davenport, 
Louis, Kansas City and Milwaukee. 


It is possible that President E. D. 
Duffield. will attend and speak. Others 
expected from the home office are A. E. 
N. Gray, and George Chace, assistant 
There will be an exclu- 
sively industrial conference Sept. 20-21 
and another Sept. 24-25. A general con- 
ference of industrial and ordinary agents 


secretaries. 


will be held the last two days. 


John Hancock Mutual Life’s 





New Field Club to Gather 





The home office field club sponsored 
by the general agents association of the 
John Hancock Mutual Life is holding 
a meeting at the home office in Boston, 
Sept. 17-20. This is the first field club 
of the company and agency leaders’ 
convention. Qualification for member- 
ship is based upon volume and prem- 
iums paid from March 1 to Sept. 1. On 
the first day of the meeting the officers 
will hold a reception at the home office 
followed by a meeting and a tour of 
the home office. On the second day the 
gathering will move to the White 
Mountains with headquarters at the 
Bald Peak Colony Club, Melvin Vil- 
lage, N. H., for two days. Sports will 
feature the entertainment. 





Mutual Life’s Ohio Meeting 


Representatives from 27 Ohio coun- 
ties attended a meeting of the Columbus 
agency of the Mutual Life of New York 
in Columbus. G. A. Patton, manager 
of the Columbus agency, was in charge. 
On the program were Paul M. Smith, 
president Columbus Association of Life 
Underwriters, and J. D. Jensen of New 
York. 

Mr. Patton, in his welcoming address, 
pointed out that when he took charge 
of the Columbus agency seven years 
ago, it stood No. 47 among the com- 
pany’s offices, while at the end of July, 
1934, it was No. 3. Paid for production 
of the agency for the first eight months 
of this year exceeds that of the same 
period last year. Various phases of the 
business were treated in talks by mem- 
bers of the agency. The wives of the 
agents were entertained by Mrs. Pat- 
ton, 





Lacy Predicts Improvement 


O. J. Lacy, president California- 
Western States Life, in addressing a 
conference of 115 managers at the re- 
cent agency convention of the company 
at Coronado Beach, Cal., expressed the 
confident belief that the fall and winter 
months of this year will bring a con- 
tinued and substantial improvement in 
business and industry in the Pacific 
Coast and inter-mountain area, with a 
wider and more certain margin of profit 
from operations. 


Central Life Minnesota Rally 


Minnesota agents of the Central Life 
of Iowa held their annual summer out- 
ing at Green Lake, near Willmar, Minn., 
with J. F. Branton of Willmar, a direc- 
tor of the company, as guest of honor. 
He had just reached his 75th birthday. 
G. N. Ayres, president, was in charge 















Reliance Trustworthiness 


Capa- 


Keeping faith requires more than a will to serve. 
bility is essential. The ability to invest wisely the funds 
entrusted to us has made the Reliance Life portfolio of 
investments one of the strongest in the nation. Here lie 


the rich reserves which safeguard Reliance life, accident 


and health policies. 


Ask E. M. Klein 
of Ohio 


A Reliance Leader 
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Life Assurance is the Backlog 
of the Home! 


You know—the timber at the back of the 
fireplace, against which the lighter fuel is 
piled and the fire is built—reflecting and in- 
creasing: the comfort of the blaze—holding 
and radiating welcome heat when other fuel 
has been consumed. The backlog is what must 
first be secured. It remains when everything 
else disappears. 


That is what the soundest financiers call 
life assurance — a Backlog! Bonds, mort- 
gages, stocks, savings, building and loan 
shares—all desirable—but secondary. By life 
assurance an estate can be created outright. 
It is unaffected by market fluctuations. It is 
impregnable. In the Sun Life of Canada, 
life assurance is not only a sure bulwark 
against death or disability—it is a profitable 
form of investment. 


There is a Sun Life policy suited to every requirement. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


HEAD OFFICE MONTREAL 
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of business sessions. Speakers included 
W. F. Poorman, vice-president; G. T. 
Carlin, educational director; E. W. Cow- 
dry, North Dakota general agent; K. J. 
Peterson, St. Paul, general agent for 
Minnesota, and M. A. Reep, Minnesota 
state supervisor. 


Midland Silver Anniversary 
The silver anniversary convention of 
the Midland Life will be held in Kansas 
City Sept. 27-29. Only morning business 
sessions will be held. There will be no 
outside speakers except at the banquet 





Friday night, company business being 
the topic of discussion at the home office. 
More than 125 are expected to attend. 
Silver anniversary prizes of $800 for 
volume and application leaders will be 
presented. 


National L. & A. Coast Meeting 


W. R. Wills, president National Life 
& Accident, and W. S. Bearden, vice- 
president and secretary, are in Los An- 
geles for a general meeting of the com- 
pany’s district agencies in southern 
California. 








As SEEN FROM CHICAGO 





FOURTEEN MEN QUALIFIED 


The Herman A. Zischke agency of 
the Union Central in Chicago is repre- 
sented by 14 agents at the company’s 
$250,000 Club meeting at White Sulphur 


Springs this week. 
ek + 
SLOGAN FOR 1935 


The R. E. Spaulding agency of the 
Mutual Life of New York in Chicago, 
keeping its sights ahead, has come out 
with a slogan for next year. It is: 
“Strive and Thrive in 2 


SEND 15 MEN TO CONVENTION 


The R. S. Edwards general agency of 
the Aetna Life in Chicago sent 15 
agents to the Lawsonia, Green Lake, 
Wis., regional convention, five of these 
being qualified in the club year and ten 
more comprising the so-called “Big Ten” 
of the agency who had been permitted 
to qualify for the trip in a special two 
months’ contest. Eight of these quali- 
fied by volume and two by number of 
cases. Minimum premium volume of 
$400 and insurance volume of $30,000, 
were set, but all of the agents produced 
and paid for better than $40,000 each, 
their figures ranging from $42,000 to 





$60,000 in the two months, while the low- 
est number of cases was 17 and the 
highest 21. The Edwards agency con- 
tingent dressed especially for the trip, 
all wearing white linen suits, the “Big 
Ten” members wearing blue “Frank 
Buck” hats and blue ties with the name 
of the man on the back of the hat and 
on the front the words “Big Ten, Chi- 
cago,” while the five regionnaires wore 
the same uniform but with gold hats. 
The agency will hold an alumni banquet 
at the end of the year for all of the 1934 
“Big Ten” men. 
* * * 
GOES AFTER BENEFIT CONCERNS 


Mutual benefit concerns of Illinois 
must conform to the law or wind up 
their affairs, Insurance Director Palmer 
has decided in taking steps to force three 
of these outfits to conform by revising 
their modes of operation. The concerns 
affected are the Universal Benefit and 
Great United Mutual Benefit, both of 
Centralia, Ill, and the Commonwealth 
Burial Association, Chicago. Mr. Pal- 
mer ordered the Universal Benefit to 
discontinue borrowing money to pay 
claims, and also ordered it to pay sal- 
aries in specific amounts not exceeding 
a reasonable sum for the services ren- 
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LAMAR LIFE FIELDMEN 


Increased paid-for business 42% 


Increased insurance in force $1,275,000. 


THE COMPANY 


Increased assets each of the past four years 


with substantial increase for 1934. 


Increased its holdings of liquid bonds 61.4% 
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dered. Claims under certificates issued 
in exchange for other forms should be 
reopened and beneficiaries paid the full 
amount due not later than Nov. 1. Rec- 
ords must be installed and maintained 
and assets properly accounted for at 
all times. All incurred claims must be 
shown as liabilities in statements sub- 
mitted to the department. The guaranty 
fund, the report states, does not meet 
minimum organization requirements, nor 
has it done so far the last year. It must 
be replenished by Nov. 1. As of June 
30, the association reports admitted as- 
sets $314, liabilities $3,373, death claims 
due and unpaid $3,576. 

The Commonwealth Burial was or- 
dered to maintain bonds on officers, to 
reduce running expenses, settle claims 
according to law and install proper ac- 
counting records to show true position 
of affairs. Admitted assets, as of Dec. 
31 last, were reported by the associa- 
tion, $1,491, liabilities $1,158, insurance 
in force $247,250. The Great United Mu- 
tual Benefit, running. mate of the Uni- 
versal Benefit and with the same offi- 
cers, was ordered to bring its guaranty 
fund up to minimum organization re- 
quirements immediately, to discontinue 
the practice of collecting initial assess- 
ments of $1 a month for the first six 
months from new members in violation 
of law, and the officers were ordered 
to turn over interest received on postal 
savings certificates which had been car- 
ried in the names of officers to the as- 
sociation’s account. 

*x* * x 
STANSBURY’S POLICIES CONTESTED 


A sardonic commentary on life in- 
surance replacements is found in the 
case of the late D. D. Stansbury of 
Chicago, whose new policies for $40,000 
are being contested, while his old poli- 
cies have been surrendered. Mr. Stans- 
bury died in Washington, D. C., on 
April 6 of this year. In 1932 he took 
out a $20,000 policy with the Aetna Life 
and another for the same amount with 
the Prudential. Both of these com- 
panies have denied liability on the 
ground of Mr. Stansbury’s physical 
condition when the policies were ap- 
plied for. 

Mr. Stansbury in late years got some 
insurance prominence as attorney for 
the celebrated James P. Sullivan, “ac- 
tuary for the assured.” Both were 
active in attacking proposals for rein- 
surance of the Illinois Life and other 
companies and in some cases had plans 
of their own for the reinsurance. 

The case illustrates a possible danger 
in changing established policies over to 


a new form. 
*x kK Xx 


CENTRAL BRANCH SETS RECORD 


The central branch of the New York 
Life reports that its club membership 
was increased 62 percent for the club 
year ending Aug. 15. The production 
of $1,139,000 in August was the largest 
in the branch since last April. 

*x OK Ox 
W. F. JENKINS’ CHANGE 


W. F. Jenkins, Chicago manager 
Home Life of New York who recently 
resigned, returned to his former connec- 
tion, the Massachusetts Mutual, going 
with the Bokum & Dingle general 
agency of the company in Chicago. Mr. 
Jenkins formerly was connected with 
the Massachusetts Mutual in Detroit 
and was an outstanding personal pro- 
ducer, qualifying for the Million Dollar 
Round Table of the National Association 
of Life Underwriters. Before entering 
life insurance he was a district super- 
visor for Cluett, Peabody & Co. 

* * * 

INSURANCE LAWYERS ORGANIZE 


Insurance law is assuming such im- 
portance that a group of attorneys in 
Chicago have organized an insurance 
section of the Illinois Bar Association. 
The first meeting was held last Friday 
evening to discuss the scope of the work 
to be undertaken. A_ specific task 
agreed upon was rendering assistance 
to Director of Insurance Palmer in 
codifying the insurance laws of Illinois. 
It was also decided to follow the same 
lines as the similar section of the 











American Bar Association, especially jy 
reference to aid in formulating a ney 
standard automobile policy for pypj, 
liability and property damage. 
About 70 lawyers are already afjj, 
ated with the insurance section, whic 
has no connection with the Chicag 
Life Insurance Lawyers Club of (Ch. 
cago. Elmer M: Leesman, 69 Wey 
Washington street, is chairman, Adj 
H. Rust, vice-chairman, and H, x 
George, secretary. nauia 
SACKS AGENCY WELL AHEAD 


July and August paid volume in th 
Sacks agency of the Equitab) 
of New York in Chicago showed 1 
percent paid increase and 113 percent 
premium increase in the period. Foy 
eight months the volume increased 4 
percent and premiums increased 60 per. 
cent. The agency in eight months this 
year has written 5 percent more jy 
premium volume than in all of 193 
August production was 95 percent in 
crease and volume of premiums 94 per. 
cent. 
* * * 
WOODY AGENCY IN OUTING MEET 


A special agency convention was held 
by the W. V. Woody agency of the 
Equitable Life of New York in Chicago, 
at Lake Wawasee, Ind. This was a 
three-day affair with the managerial 
staff of the agency as hosts. There 
were 14 speakers, including W. W. 
Klingman, vice-president of the Equit- 
able, and W. M. Rothaermel, superin. 
tendent of agencies central department, 
as guests of honor. Mr. Klingman drew 
on his long experience in the field as 
an agent ta discuss field problems today. 
Mr. Rothaermel spoke of the record of 
H. T. Wright, “millionaire” producer of 
the Equitable who last year paid for 
150 cases. Mr. Wright was on the 
program as well as Dr. A. L. Sherrill, 
assistant medical director Equitable, in 
charge of the medical department in 
Chicago. Agency Manager Woody pre- 
sided and addressed the agents. Asso- 
ciate Manager J. A. Patton of the group 
department, Chicago, spoke. 

* 
GOLDMAN QUALIFIES 19 AGENTS 


The Chicago ordinary agency of the 
Prudential under Manager A. Van Gold- 
man qualified 19 men for the regional 
conference to be held in Chicago Sept. 
20-28. The agency is 40 percent ahead 
of last year in paid business and is No. 
2 among the company’s ordinary agen- 
cies for net increase in, paid production. 


LUSK WITH “INSURANCE INDEX” 


E. S. Lusk, an experienced life insur- 
ance home office and field man, has been 
appointed managing editor of the “In- 
surance Index” of Chicago, succeeding 
J. C. Leissler, who has resigned and for 
the time being gone to Texas. Mr. 
Lusk had experience with a New York 
magazine in Chicago territory, then 
went with the Old Line Life of Mil 
waukee at the home office as director 
of field service and advertising managet. 
He was then in charge of conservation 
work for the Northern States Life of 
Hammond, Ind., and following that for 
a year was in field work with the 
Equitable Life of Iowa. He made a fine 
record as assistant secretary of the now 
defunct Security Life of Chicago, being 
in charge of conservation work. For 
some two years he has been a gentle- 
man farmer in Indiana. 

* * * 
PALMER ON THE PROGRAM 


Ernest Palmer, director of Insurance 
for Illinois, and Samuel O. Dunn, editor 
“Railway Age,” have accepted invita: 
tions to address the annual meeting of 
the Illinois chamber of commerce at the 
Stevens Hotel, Chicago Oct. 18-19. Both 
Mr. Palmer and Mr. Dunn will speak 
on the latter date, Mr. Palmer to the 
insurance executives and Mr. Dunn to 
transportation executives. 


Cc. F. Charbonneau, for many — 
with the Canada Life, is president of the 
newly-formed Peerless Insurance Agen 
cies, Canada Life building, Montre@. 
which will represent the Franklin Fir 
and Prudential of London. 
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NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
etc. Supplementing the 
ttle Gem,”” Published Annually in May and March respectively. 


Policy Literature, Rate Books, 
Digest” and “Li } 
PRICE, $5.00 and $2.00 respectively. 


“Unique Manual- 
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New Family Income Option 





Northwestern National Provides for Ex- 
tending Coverage to Prac- 
tically All Forms 





The Northwestern National Life an- 
nounces the issuance of a new family 
income agreement, by which the family 
income coverage may be extended to 
nearly every policy which the company 
writes. Heretofore this line of coverage 
could be written only through the so- 
called home protector policies of the 
company. The family income agreement 
may be attached to a pension bond or 
other type of endowment policy. 

The family income feature will be is- 
sued on three different plans, providing 
the monthly income for 10, 15, or 20 
years, as the insured may choose. On 
the 10-year plan the premiums are pay- 
able for eight years, on the 15-year plan 
for 12 years, and on the 20-year plan for 
15 years. After the end of the premium 
paying period the insured pays only the 
regular premium. 

_The annual rates, which are non-par- 
ticipating, at age 35 and on the basis of 
$50 monthly income are as follows for 
the three plans: Eight payment 10-year 
plan, $18.50; twelve payment 15-year 
plan, $26.95; fifteen payment 20-year 
plan, $38.25. 


Wisconsin National’s Novel Form 


The Wisconsin National Life has just 
completed a revision of surrender val- 
ues on all adult policy forms. These 
changes are reductions due to an in- 
creased surrender charge up to and in- 
cluding the 15th year, which has been 
adopted to meet present conditions. 

The company has prepared a new 
policy with a novel idea. The contract 
is called 20-payment life with endowment 
additions. It provides for insurance and 
at the end of 20 years the cash value is 
equal to all premiums paid. Instead of 
the premium varying with age at issue 
the rate is $50 per $1,000 maturity value 
at all ages, but the amount of insurance 
protection depends upon the age at is- 
sue. In effect the policy provides a 
non-interest bearing savings account and 
if death occurs before maturity the com- 
pany pays a sum ranging from $1,846 
for age 15 at issue to $1,006 for age 50 
at issue. 

Premiums for 10 and 15-pay life have 
been increased. 


Washington National Rates Cut 


The Washington National 20-pay life 
rates are reduced $1 to $2 for all ages 
at issue. Surrender values remain un- 
changed. 

At age 15, the premium is $20.16; 20, 
$21.76; 25, $23.68; 30, $26.02; 35, $28.89; 
od ‘a ak 45, 37.85; 50, $44.10; 55, 


Rio Grande National Life 
on ordinary and 20-pay life rates 
i - Rio _ Grande National Life 
le A i revised downward with the 
_—. of a slight increase at the 
at ages on the 20-pay life. There has 
ont Nps ots of surrender values 
i “ee the early policy years, extending 

e 18th year in some cases. 





Central States Life 


a Central States Life of St. Lopis 
jo. an endowment at 85 with divi- 
— apportioned annually after the 
dana poe It is suggested that divi- 
calla left to accumulate and that the 
eee ations plus. cash value of policy 
Rat ed to provide income to the insured. 

€s below are for life insurance only, 


disability, double indemnity or surgical 


benefits. The rates per $1,000 are: 

Age Prem Age Prem Age Prem 
5....$16.95 25 - $20.98 5 - $38.97 
Os «se ee ecee 28-30 50.... 48.06 
Thess BEAD Giccvee 2uae 55.... 60.60 
20.... 18.80 40.... 32.37 60.... 78.20 





Volunteer State Life 


The new Volunteer State rate book 
contains the new “standard” rate for 
single premium immediate annuities 
which the company has adopted. An- 
nual premium retirement forms have not 
been changed. The other major change 
is elimination of income disability. The 
disability income was limited to $5 per 
$1,000 some time ago, but has since been 
discontinued entirely. 





Imperial Life 

On ordinary juvenile policies, the death 
benefit per $1,000 for ages 0-6 months 
has been increased from $50 to $100 by 
the Imperial Life of North Carolina. 
The maximum age for issue of disa- 
bility benefits has been changed from 
age 55 to 50. 





National Fidelity Life 


Incontestable and suicide clauses have 
been changed from one year to two years 
by the National Fidelity Life. 








ASSOCIATIONS 


Fresno, Cal.—John W. Yates, Los An- 
geles general agent Massachusetts Mu- 
tual Life, speaks to the Fresno associa- 
tion on “Interpreting Our Service,” Sept. 
15, the day when representatives from 
all California associations will meet 
there to consider forming a state federa- 
tion. 





* * * 


Los Angeles—J. H. Cowles, general 
agent Provident Mutual Life, will con- 
duct the entertainment program at the 
meeting Sept. 18. The program will in- 
clude talks by Mr. Cowles and mem- 
bers of his agency. The featured speaker 
will be Dr. Paul Ivey, professor of sales- 
manship University of Southern Cali- 
fornia. 
* * * 
Richmond, Va.—J. W. Tyson, general 
agent Massachusetts Mutual, has been 
named chairman of a committee to ar- 
range for a statewide sales congress in 
Richmond Oct. 12. 
* * xX 
Des Moines—Nearly 200 life salesmen, 
home office executives and general 
agents heard Dr. G. B. Van Arsdall, head 
of the educational department of the 
Equitable Life of New York, speak Sat- 
urday. He was introduced by M. C. Nel- 
son, Des Moines general agent of the 
Equitable. 
* * * 
Ohio—The annual meeting will be 
held at Columbus, Sept. 17. One of the 
principal topics to be discussed will be 
the part-time agent. A report on condi- 
tions in Trumbull county, in this respect, 
will be considered, and a report on the 
general subject will be submitted by 
Vice-president Ray Hodges of Cincinnati. 
Fritz Lichtenberg, Columbus, is presi- 
dent of the association and J. Boyd 
Davis, secretary. C. Vivian Anderson, 
Cincinnati, president of the National as- 
sociation, is a trustee. 
* * * 
Northern New Jersey—The first meet- 
ing will be held Oct. 8 in Newark. The 
association is mapping out an interest- 
ing program for the meeting. 
*. t..9 
Kansas City, Mo—W. S. Maarsen, 
Bureau of Business Efficiency, New York 
City, will speak on “Practical Salesman- 
ship in Life Insurance,” at the first fall 


meeting Sept. 21. 
* * * 





Specializing in Correct Solutions 


for Individual Problems 


Whether it’s a simple clean-up need or a many-sided 
financial program— 


"THERE'S A PLAN THAT FITS" 
Participating AND Non-Participating 
Standard Life and Endowment Policies 
Guaranteed-rate, minimum cost Estate Replenishment 
Retirement Income with Immediate Insurance 
Retirement Annuities and Life Annuities 
Family Income Protection 
"5.way" Life Insurance (Accident & Sickness benefits 

included) 

Sub-Standard Insurance 
Non-Cancellable Disability Income Protection 
Modern Accident Insurance—for men and women 
Medical Expense Reimbursement Plans 


Founded 1868 
acite Mutual Life 
Insurance Company sana 
GEORGE 1. COCHRAN. passioent 


Home Office Assets 
Over $198,000,000 


Los Angeles, California 














Flint, Mich.—One of the encouraging 
signs of the present-day is the amount 
of “deep thinking” by citizens, Dr. s. 





MEMORANDUM FROM BEYOND 





If the voices of dead policyhold- 
ers could be heard, they would 
reproach agents for creating cash 
estates. 


Experiences have proved the 
necessity of monthly income in 
the majority of cases, as the only 
safe disposal of wealth. 


STATE MUTUAL Settlement 
Options are adaptable to every in- 
come need. 





STATE MUTUAL LIFE 


ASSURANCE COMPANY .. 
WORCESTER - - - MASSACHUSETTS 
1844—90th Anniversary Year—1934 











but the contract may be issued with 








Ryder, Unitarian minister and former in- 
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structor in sociology at Macalester Col- 
lege, said at the first fall meeting. 

Jack Rabinovitch, new president, pre- 
sided. He has just succeeded B. H. Duff, 
who moved to Saginaw. 

* * x 

Detroit—At least 400 agents and their 
wives are expected to attend the first 
fall meeting Sept. 18 with President F. 
Jean Little, Massachusetts Mutual, pre- 
siding. 

Rev. M. S. Rice, pastor of the Metro- 
politan M. E. Church in Detroit and one 


of the city’s most dynamic speakers, will 
speak on “I Can Work.” The program 
will be presented under the direction of 
M. L. Woodward, general agent North- 
western Mutual and chairman of the 
program committee. 
*x * * 

Grand Island, Neb.—New officers are: 

President, James E. Buck; vice-president, 





B. E. Phillips; secretary, L. C. Wag- 
gener; directors, Vern Greenwood, Gus 
Roeser, Lawrence Baron and Elmer 
Seiler. 








MANAGERS’ ASSOCIATION NEWS 





Be Prepared for Higher Post 


Assistants and Supervisors Are Man- 
agers of Future, Malone Tells 
Detroit Association 








DETROIT, Sept. 13—Agency depart- 
ment heads are looking to the assistant 
managers and supervisors for managerial 
material and it will pay the assistants to 
qualify and prepare themselves for the 
day when they will be selected to head 
one of their company’s agencies, L. E. 
Malone, Toledo manager Sun Life and 
former member of the Detroit Life In- 
surance Supervisors Association, told 
that organization at its first meeting. 

Analyzing the successful Detroit man- 
agers and general agents, whom Mr. 
Malone named, he found a number of 
qualities that they have in common and 
which he asserted are necessary for the 
supervisor to acquire if he wants to be- 
come a manager: ‘sincere belief in 
the institution of life insurance and an 
enthusiasm for it; ability to speak coher- 
ently and logically in public; active par- 
ticipation in, the affairs of the life un- 
derwriters’ organization; activity in civic, 
benevolent and social life of the com- 
munity; fidelity to the trust imposed in 
them by their companies, strictly ethical 
conduct in all instances and the use of 
well organized plans of agency develop- 
ment. 


In speaking of the qualities that the 
agent wants in his manager, Mr. Malone 
listed as vital such qualities as absolute 
integrity, respect of the community, 
leadership ability, judgment, ability to 
analyze methods of production and 
finally, resourcefulness. 


Reem Detroit Speaker 


Guy A. Reem, general agent State 
Mutual Life, Worcester, will address 
the first fall meeting of the Associated 
General Agents & Managers of Detroit 
Sept. 18 on “What to Teach the Brand 
New Salesman.” 

Five minute talks on the same sub- 
ject will be given by G. A. Robinson, 
National Life of Vermont; F. A. Smart, 
Equitable of Iowa, and T. F. O’Keefe, 
Connecticut General. A _ round-table 
discussion of the material brought out 
in the talks will conclude the session. 


Life Men Plan Joint Meeting 


The general agents and managers’ di- 
vision of the San Francisco Life Under- 
writers Association is sponsoring a 
luncheon Sept. 18, to be attended by 
representative leaders of the fire and 
casualty offices. The idea is to endeavor 
to bring about closer relations between 
the various classes of insurance in Cali- 
fornia. F. V. Keesling, vice-president 
and general counsel West Coast Life and 
president of the American Life Conven- 





tion, will be the principal speaker. 








GENERAL AGENCY NEWS 





Visit Northwestern Agencies | 





Grant Hill and Assistants in Eastern 
Territory—Celebrate All-Southern 
Feud Victory 





MILWAUKEE, Sept. 13.—Grant L. 
Hill, director of agencies, and Nelson 
Phelps, assistant director of the North- 
western Mutual Life, are on a trip at- 
tending a series of general agency meet- 
ings in the eastern territory. Last week 
they were at Eaglesmere, Pa., where 
Herbert L. Smith, general agent at Har- 
risburg, held an agency meeting. The 
schedule for this week started at the 





agency meeting of Hergesheimer & 
Finkbiner, in Philadelphia, followed by 
meetings on successive days of the Rus- 
sell Law general agency in Baltimore; 
A. L. Baldwin, Washington, D. C., and 
W. T. Nolley, Richmond, Va. At High 
Hampton, N. C., they are being joined 
by Russell Thierbach, assistant direc- 
tor of agencies, to participate in the 
victory celebration of the All-Southern 
Feud by the winning agents and gen- 
eral agents of four states, Sept. 14-16. 
The contest was conducted by the gen- 
eral agencies of Luther Allen, Atlanta, 
Ga., designated as “The Crackers”: L. 
W. Norton, Durham, N. C., the “Tar 
Heels”; E. T. Procter, Nashville, the 
“Hill-Billies”; and W. T. Nolley, Rich- 


mond, Va., the “Reelers.” The “feud” 
started July 1 and continued through 
Aug. 31. The three winning agents of 
each general agency are guests of their 
general agent at the Pow Wow of 
Peace at High Hampton this week-end. 


Discuss Allowance of Fees 
in Interpleader Actions 





A paper on “Allowance of Insurers 
Solicitors’ Fees From the Fund in In- 
terpleader Actions” was presented by 
Burton P. Sears, general counsel for 
the Hercules Life, at the first meeting 
of the season of the Chicago Life Insur- 
ance Lawyers Club Tuesday evening. 
The paper was prepared in pamphlet 
form and should prove a helpful refer- 
ence to insurance lawyers and legal de- 
partments. 

In general, Mr. Sears stated that 
attorneys’ fees may be allowed from the 
fund in interpleader actions in the fed- 
eral court. Therefore, it would seem, 
he said, highly desirable for the insurer 
to resort to federal court interpleader 
whenever possible. Twenty-seven states 
deny the deduction of such fees while 
21 states in the District of Columbia al- 
low them. 

Bomberger Relates Claim Case 


L. L. Bomberger of Hammond, Ind., 
told an interesting story of a claim case. 
At each meeting of the lawyers’ club, 
someone is designated to spin a yarn. 

Current legal decisions were reviewed 
by F. J. Hurley. At the request of 
members, Walter H. Eckert explained 
the developments in the attempt of the 
Cook County assessor to levy a tax 
against the insurance in force of life 
companies in Cook County on the basis 
of $8 a thousand. Mr. Eckert represents 
the American Life Convention com- 
panies in this controversy. President 
L. A. Stebbins of the club related recent 
developments in an interesting case, 
wherein construction of the phrase, 
“taking poison or inhaling gas volun- 
tarily or otherwise” is being construed 
in the Illinois court. 


Lawrence Agency Schools 


The tendency among general insur- 
ance agents to gain more knowledge ot 
life insurance has led H. C. Lawrence 
of Newark, general agent Lincoln Na- 
tional Life, to make agency schools a 
permanent feature in his organization. 

One class opened Sept 10 and another 
starts Oct. 18. Mr. Lawrence plans to 
operate in 1935 six schools which will 
run from Jan. 7 to Dec. 12. No tuition 
will be charged and they will be open 
to any one contemplating making life 
insurance a career or placing a life in- 
surance department in an already estab- 
lished general insurance organization. 


Dr. Huebner’s “Life Insurance” will 





give you the complete background of 
life insurance in a most simple and clear 
manner. It covers the essential facts, 
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Travelers Agents Are | 
Holding Production Tes 


— 


The entire Travelers organizatiy 
country-wide started a “production tey’ 
Sept. 10 to run until Dec. 1. The py. 
pose is to stimulate all-round prody. 
tion, and in line with this size of a 
plication will have no bearing on w 
agents’ standing, but only type of ingy. 
ance written will count. New agen 
and small producers therefore have 
good a chance to win as veterans, 

The agents will have until Dec. 31) 
pay for their business. Probably som 
time after Jan. 1 there will be held 70h 
anniversary dinners in the branches anj 
district offices, attended by agents who 
qualify. Special tokens will be awarded, 

A basis of 70 points has been ge 
various types of applications having se¢ 
point values. A $1,000 life case thy; 
will count just as much in the agent; 
string of points as a $10,000 or $50,00 
case. 


Hercules Life Is Still 
Proceeding at Slow Pac 











The Hercules Life, instrumentality of 
Sears, Roebuck & Co., is continuing to 
proceed slowly so far as new production 
is concerned. Only about $500,000 new 
business has been written, although at 
any time millions could be put on the 
books by wholesale writing of Sears, 
Roebuck employes. The management, 
for one thing, is waiting for clearer signs 
on the investment horizon before gearing 
up production. 

All inquiries about new insurance that 
are received by mail are being referred 
to agents of the company, unless there 
is no agent in the vicinity. Efforts are 
being concentrated on conservation. 

Of the some 112,000 policyholders of 
the National Life, U. S. A., only be 
tween 500-600 have filed dissents to the 
reinsurance contract with the Hercules. 

Most of the departments of the Her- 
cules have now been transferred to the 
main plant of Sears, Roebuck & Co. The 
investment department is still located 
at 29 South La Salle street, since the 
receiver has not yet turned the assets 
over to the Hercules. 


Minnesota Mutual’s New Trustees 

ST. PAUL, MINN., Sept. 13.—T. A. 
Phillips, president of the Minnesota 
Mutual Life announces the election of 








principles and practices. Price, $2.75. 
Order from The National Underwriter. 


six additional trustees, all prominent St. 
Paul business men. They are: C. F. 
Codere, vice-president St. Paul Fire & 
Marine; M. W. Griggs, president Griggs, 
Cooper & Co.; W. P. Kenney, president 
Great Northern Railway; Philip L. Ray, 
president First Trust Co. of St. Paul; 
E. A. Roberts vice-president and gen- 
eral counsel of the Minnesota Mutual, 
and Walter G. Seeger vice-president 
Seeger Refrigerator Co. 




















You Want— 


Your Company Connection Should Be 
More Than Just An Agency Contract. 


—a sound, conservative Company. 
—a Company which will not sell out nor reinsure. 
—low cost insurance to sell. 


—liberal commissions including renewals which are vested. 
—unrestricted territory; equal opportunity; the right to build an agency of your own. 


Agents of Gardidi Jife 


enjoy these features to the 
fullest possible extent. 


For Information, write 
Natheoenalye 
@ardisé fife 
Home Office, Madison, Wis. 


PAUL F. CRANEFIELD 
Director New Business Dept. 
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Claim Men Meet 
at White Sulphur 


(CONTINUED FROM PAGE 3) 


discussed, the discussion being led by 
M, Barratt Walker, vice-president United 
States Fidelity & Guaranty, and H. S. 
Don Carlos, manager claim department, 
Travelers. ) : 

Tuesday’s session opened with the 
report of Secretary L L. Graham, di- 
rector of field service Business Men’s 
Assurance. Cooperation between the 
companies was stressed by Mr. Graham, 
who appealed to delegates to bend every 
efort to increase membership. 

The report of the executive committee 
was read by its chairman, R. K. Metcalf, 
manager claim department Connecticut 
General Life. 

Rev. J. N. Mark of Arlington, Mass., 
spoke on “Making Life a Masterpiece.” 

“A Field Man’s Reflections on Claim 
Departments” was the title of an ad- 
dress by T. M. Riehle of New York, 
associate general agent Equitable Life 
of New York and vice-president Na- 
tional Association of Life Underwriters. 
He said that all he could do was to im- 
press upon the association the relation- 
ship of the work of the claim man to 
the field man. The claim department is 
the one that makes or breaks the com- 
panies to a great extent. Through the 
claim department the fulfillment of the 
contract occurs. Good will is hard to 
build but easy to destroy. It is to be 
hoped that field men realize that claim 
departments invite their help and in- 
terest. ’ 





Riehle Speaks on Claims 


A large majority of the successful 
agents feel the responsibility for sound 
underwriting and claim cooperation as 
well. The real life insurance men in the 
field are very jealous of the good name 
and reputation of the companies and 
will do nothing to hurt either. 

“Most claims, being routine,” he said, 
“are paid promptly. Mistaken claims 
should be patiently handled. In most 
cases the honest differences can be recon- 
ciled. We agents should all fight frau- 
dulent claims and when we all realize 
this obligation, your job will be the 
easier. The claim department should 
seek the opportunity to present its case 
before company conventions and agency 
meetings. 

“Ignorance produces fear. Let the 
claim department explain its problems 
so that-the field force understands. It 
is the field man who has to bear the 
brunt of all explanations to the public. 
The work of the field man and the claim 
adjuster is closely related. They can 
make or break each other. It should be 
a cooperative venture.” 

“The vast majority of claimants are 
honest, as are the agents and both are 
entitled to a break. Field morale is vital. 
Think once before paying. Think twice 
and thrice before declining to pay. - 


Urges Elimination of Unfit 


“The amount of claim work created 
by certain types of agents that com- 
panies employ must be _ tremendous. 
Companies have been described as agent 
hungry. The employment of part-time 
agents in urban centers and the reten- 
tion of obviously unfit agents make for 
a lot of difficulty. Basically, the elimi- 
Nation of obviously unfit agents is the 


| order of the day.” 


The final paper of Tuesday’s session, 
entitled “The Value of Claim Experi- 
ence to Underwriting,” was read by 
Valentine Howell, associate actuary in 
charge of underwriting, Prudential. The 
closing minutes of the session were de- 
voted to discussion of interesting cases, 
led by Judge P. J. Lane, associate coun- 
sel Boston Mutual Life, and H. P. Gal- 
laher, superintendent inspection depart- 
ment, Mutual Life of New York. 

The United States is a country with 
millions of laws, many of them seeking 
to accomplish changes in personal con- 
duct, social life and business careers by 
xpress prohibitions, commands and 1n- 








junctions. The period may be termed 
the age of the legal deluge, Congress- 
man Randolph Perkins of New Jersey 
told the Interational Claim Association, 
but there is something far more disturb- 
ing than the mere passage of laws, that 
being the new system which recently has 
come into vogue and far outreaches the 
passage of laws by duly constituted leg- 
islative authority. The modern system 
is to have a legislative act investing 
boards, bureaus and authorities not only 
with administrative powers, but with ju- 
dicial and legislative functions. 


Old Method Deemed Too Slow 


Law making by constitutional means 
is too slow for the modern pace, he said. 
Governmental agencies are 
rules, regulations and codes, the viola- 
tion of which may be a criminal offense. 
No one knows how far this new process 
may go, but it has reached a situation 
where its effects are causes for reflection 
and probably reaction. The effects of 
the system have reached the field of con- 
tract relations between individuals. Con- 
gressman Perkins asked whether the 
people of this country are to make their 
own contracts or have legislative power 
delegate some board or bureau to do 
so. One of the most disturbing factors, 
he said, is that many laws are passed 
in legislative houses amid the greatest 
confusion, frequently without being read 
and more frequently without being 
understood. Often the legislative bodies 
do not know what they are doing, do 
not know what they are acting upon nor 
what the result will be on the lives and 
liberties of the people. Over-regulation 
of the individual’s daily life, the sad- 
dling on business of a great mass of re- 
strictive regulations, building up of a 
bureaucracy, the burden of a rapidly in- 
creasing public debt and prevention of 
citizens carrying on their orinarily law- 
ful vocations, are steps along the line 
of the decay of democracy, he stated. 


Canada Officials 
in Annual Parley 








(CONTINUED FROM PAGE 1) 


States organizations are practically the 
same. It is of great importance, he said, 
that insurance departments get together 
frequently and exchange views. Depart- 
ment examiners, he declared, have a high 
degree of responsibility. They must do 
more than ascertain the accuracy of ac- 
counts. Accounts, he said, do not al- 
ways present the true financial condition 
of a company. He advocated the estab- 
lishment of agency standards so that the 
untrained and unequipped will be elim- 
inated. He said the situation with regard 
to delinquent balances of fire and cas- 
ualty companies has improved in the 
United States due probably to the co- 
operation given by the commissioners in 
a number of states. 

Col. Dunham referred to one of the 
evils as that of unlicensed companies. In 
Canada unauthorized carriers can be 
gotten at through the postal laws while 
in the United States such is not the case. 
He said that in Connecticut there are 
110 unlicensed companies roaming over 
the field. 

Col. Dunham said other problems in- 
volve premium reduction schemes which 
usually start reprisals and rate wars be- 
tween various classes of fire and casualty 
companies. Another subject to which 
attention should be given internationally, 
he said, is the similarity of names of 
companies. Another big question in- 
volves taxation. 

The presidential address was given 
by R. P. Hartley of New Brunswick. 
He mentioned the status of the pro- 
posed amendment to the uniform life 
insurance act. 

R. Leighton Foster of Ontario re- 
ported as secretary. He said that prac- 
tically all legislation recommended by 
the 1933 superintendents’ conference 
was adopted by the various provinces 
while no province enacted any legisla- 





enacting |: 





tion which the association opposed. 

























































































SUCCESS.. 
Can Be Assured 


MEN WHO ARE WILLING TO WORK a few hours each 
day and who are willing to follow a definite but simple plan, 
may now be sure of attaining real success. 


Two men in Michigan decided to adopt this new method 
of selling and to work jointly. Here is the record of their 
production during their first month: 


53 applications for the month. A fraction over two applications 
for each working day. 


An average of two applications were obtained from every three 
interviews. 


Total production during the first month was $102,030. 


100% of the policies sold by the new method were delivered 
and paid-for as soon aa they were issued. 


This new plan will work for those who are 
willing to work the plan. 


THE OHIO STATE LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 


Advancements 
Closer to 
Capable Men 


Rapid advancement to key 
sales positions awaits real 
hard-hitting salesmen here, 
- under Yeomen Mutual’s vig- 
orous 1934 expansion program. 
New policies, new sales meth- 
ods, new opportunities for 
qualified men. A real oppor- 
tunitv to grow into an agency 
managership. Write. 


Assets over $23,800,000.00 
Surplus $1.600,000.00 


YEOMEN MUTUAL LIFE 


INSURANCE COMPANY 
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One of the Residences of the 


BEN HUR HOME FOR AGED 


|X addition to all modern forms of legal reserve life insurance 
the Ben Hur Life Association provides a Home for its aged 
and dependent members or policyholders. It is not a mere 
institution but rather a real HOME where contentment and 
happiness in the latter years of life are provided abundantly. 
One hundred rolling acres of beautiful lawns and farm lands 
help to make the Home, with its spacious residences, one of 
the most attractive features of a Ben Hur legal reserve policy. 


BEN HUR LIFE ASSOCIATION 


Founded 1894 


HOME OFFICE: CRAWFORDSVILLE, IND. 


John C. Snyder, President 


Edwin M. Mason, Secretary 























PROTECTED HOME CIRCLE 
SHARON. PA. 


FOUNDED 1886 
A Legal Reserve Fraternal Insurance Society 








Benefit Certificates for Men, Women and Children. 


Opportunities for Field workers in a growing organiza- 


tion. Training classes for new workers. 


S. H. Hadley, 
Supreme President 


a 


L>’D.Lininger, 
Supreme" Sécretary 








THE Security Benerir AssociaTION 


Has Legal Reserve Certificates to meet the 
Requirements of any Family and Any Income 


Special Features: 


A Mutual Co- 
operative 
Farm, of 
more than 545 


pital. All 
members en- 


ADULT 
CERTIFICATES 


American. Experience 4% 
Twenty Payment Life 
American Experience 4% 

Whole Life 
American Experience 4% 
Paid-up at Age 70 _ 
N. F. C. 4% Ordinary Life 


JUVENILE 
CERTIFICATES 
American Experience 4% 
Twenty Pay Life 

Two Educational 

~ Certificates 

Term Certificate to Age 16 
With Transfer Privilege 

Whole Life Level Rate 
Certificate 


Field workers find our contracts most attractive. 
For information address: J. M. KIRKPATRICK, National President 


TOPEKA, KANSAS 
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NEWS OF THE FRATERNALS 





Tells Purpose of Fraternals 





Actuary A. N. Guertin of the New Jer- 
sey Department Outlines Some 
of the Responsibilities 





A. N. Guertin, actuary of the New 
Jersey insurance department, in his talk 
before the National Fraternal Congress 
pointed out the differences in the im- 
portant types of insurance organizations. 

He commented on the excellent rec- 
ord life insurance companies have made 
during the depression and said that in 
only a few cases due to unwise invest- 
ment and mismanagement of funds have 
there been failures. In only a few cases 
was it impossible to salvage the plant 
for the policyholders and preserve their 
death benefits intact. These experiences 
have shown the sound foundation exist- 
ing in the legal reserve method of or- 
ganization. 

In joining a fraternal a person iden- 
tifies himself with a group with whose 
members he has certain common inter- 
ests and whose interests he wishes to 
promote. Providing he tonforms to the 
requirements of the society, he becomes 
entitled to certain benefits. The only 
difference between the old fraternal with 
assessment benefits and the fraternal 
with adequate rates and reserves lies in 
the character and security of the bene- 
fits and in the amount to be contrib- 
uted by the member for its conduct. 

The different character of these organ- 
izatons would seem to require something 
substantially different in the way of reg- 
ulatory supervision. The public interest 
is involved but in a different way. Few 
fraternals draw membership from the 
public at large. . The candidates for 
membership are drawn from particular 
groups with certain interests in com- 
mon by reason of race, religion, nation- 
ality. or occupation. Members are more 
likely to take an active interest in the 
affairs of the society by reason of the 
homogeneity of its membership. Off- 
cers, trustees and directors are serv- 
ants of the membership at large and ex- 
ecute its will. 


State Regulation Necessary 


Because of a misunderstanding on the 
part of members as to the need of funds 
to meet future liabilities, unsound or- 
ganizations, and reliance upon inadequate 
contributions and many other conditions 
regulation by the states has become 
necessary. The work of the congress 
and its members in promoting reorgan- 
ization on an adequate rate’ basis and in 
supporting legislation requiring solvency 
of all societies in many states was most 
constructive and such legislation should 
be in force in all states. A number of 
fraternals have issued membership cer- 
tificates with provisions almost similar 
to those in the policies of commercial 
life companies. A law requiring ac- 
tuarial solvency, however, is not enough. 
If the societies depart from their -tra- 
ditional grounds to sell memberships 
through agency staffs on a commission 
basis like life companies and to appeal 
to the public generally their activities 
will take on. a far greater: public interest 
and the state’s: responsibilities will in- 
crease accordingly he thinks. They offer 
modest amounts of protection to: peo- 
ple of modest circumstances for the pur- 
pose of giving protection to the families 
of deceased members against the finan- 
cial shock of death and do not ordi- 
narily undertake to build large insurance 
estates, to grant business insurance, to 
provide dependents with large deferred 
incomes and to meet other business 
needs for cash funds. This being so, 
it would seem reasonable that collateral 
benefits such as policy loan- and cash 
surrender values be made discretionary 
rather than offered as a contract right in 
the certificate. 





The right of assessment included in | ages. 


——__ 
all fraternal certificates is a factor whic) 
constitutes almost the only substanty) 
distinction between the certificates issue 
by some societies and the policies of lif, 
companies. This feature is a necessary 
part of the certificate. However, many 
societies issuing such certificates hay 
secured conversion of old inadequate Tate 
certificates to new adequate rate forms 
with the assurance that an increase jy 
contributions would never be necessary. 
At the same time many of these socie. 
ties which have reserves computed at 4 
percent interest are actually earning 4 
little as 3% percent on their inves. 
ments, while mortality approache 
closely to 100 percent of the expected, 
Assessments on the new forms of cer 
tificates are inevitable in such cases yp. 
less conditions change. It will be neces. 
sary to include the taking of prope 
measures to provide for the lower in 
terest returns which are expected by 
many well informed persons, the mais 
tenance of large cash funds to meet 
such demands for cash disbursements a; 
might arise under the present certificate 
form, the adoption of sound underwrit 
ing practices and valuation on a con 
servative basis. A number need to bring 
interest assumption in their reserve cal- 
culations in line with actual investment 
returns. Means other than possible as. 
sessment calls on certificate holders need 
to be-used for the purpose of maintain- 
ing solvency of such societies. 


Societies on Sound Foundation 


The fact that many certificates do not 
carry cash values or provide for cash 
loans, that societies could cause defer- 
ment of obligations by corporate action, 
that many outstanding certificates had 
been converted to adequate rates so that 
a substantially smaller proportion of a 
sets was subject to forced liquidation 
by reason of demand for cash settle 
ments, permitted the building up of cash 
position and avoided the avalanche o 
demands for cash which the life com- 
panies contended with in the early part 
of 1933. Most societies are now on4 
sound actuarial and financial basis s 
that improvement in economic condi 
tions should find them in an advantage: 
ous position for progress in the future. 

Regulation does not appear to have 
impaired the security or the public f- 
vor of insurance organizations generally. 
Sound regulation has been a partner to 
sound operation, it has engendered pub- 


-lic confidence and has ‘promoted secur 


ity. There has not been much in the 
way of permanent progress among those 
organizations for which the law makes 
no provision for standards of solvency 
and strict supervision and practices, and 
legal restriction and strict supervision 
have been closely associated with thos 
types which have had the most rapid 
growth. 





Societies Care for Orphan 


Report of Junior Welfare Work # 
N. F. C. Convention Shows 
Many Activities 








A substantial number of Nation 
Fraternal Congress societies have mate 
a fine contribution in their junior wel 
fare work, giving sympathetic aid 1 
unfortunate girls and boys, it is show! 
in the report of Cora E. Phillips of the 
Protected Home Circle, Sharon, Pa. 
chairman committee on junior member 
ship, submitted at the Atlantic City ar 
nual convention of the N. F. C. 

Welfare work for children has bee! 
a process of evolution, having humbl 
beginnings but growing steadily am 
consistently, the report states. The te 
port is made up largely of individual 
ports from societies doing this type 
work, of which 12 forwarded reports 
Some of the societies operate orphat 
The bylaws of some societies t 
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—— 
quire that orphan children of any mem- 
hers shall be cared for, and in some 
cases that members be appointed as 
ians, 
— society built a camp on a small 
ake for care of children not physically 
rugged and subject to tuberculosis. 
Scout and camp fire activities are com- 
mon among the societies, a number of 
the groups being affiliated with the na- 
tional scout and camp fire organizations. 
The societies also contribute a great 
deal to organized charities, public and 
private sanitoria, etc. 
Foster Home Atmosphere 


The common aim found among the 
societies is to make the homes for or- 
phans as nearly like real homes as _pos- 
sible and not like institutions. Some 
societies report the orphan children are 
sent to public schools, as it is consid- 
ered better for them than to have a 
school of their own. Everything is 
done to keep them from realizing that 
they are orphans. 

Recreational camps are found com- 
mon among the societies, it being the 
theught that physical and moral wel- 
fare are advanced. Play is directed 
along practical lines. Many health cen- 
ters are conducted. 

One society has a highly developed 
institution with a capacity of 1,100 chil- 
dren. This is on a tract of 846 acres 
with 54 buildings, the development esti- 
mated to be worth $5,000,000 or more. 
A second unit in another location has 
been established. These institutions 
have church, hospital, grade and high 
schools, including nurseries and kinder- 
gartens, industrial schools, greenhouses, 
printing shops and all manner of equip- 
ment, auditoriums and gymnasiums. 
The educational activities are under 
supervision and direction of state school 
authorities. The homes as a rule are 
maintained by per capita tax against 
all members, the amount per member 
being very small. 





Predict Many Name Changes 





Fraternal Socfeties, Eager to Do an 
Increasing General Business, Are 
Likely to Be Rechristened 





The chances are in the course of time 
most of the fraternal societies which 
now possess unusual and somewhat eso- 
teric titles and which desire to do an in- 
creasing general business, will decide on 
rechristening. A number have already 
taken this step, for instance the Fra- 
ternal Aid Union of Lawrence, Kan., 
has become the Standard Life, and the 
Mystic Workers of Fulton, Ill, is now 
the Fidelity Life Association. 

Often, the title of a fraternal society 
may seem strange to the public at large, 
but may have sectarian significance and 
so long as the fraternal does not de- 
sire to go beyond the group to which 
its name does have significance, there 
would be no necessity for rebaptism. 
However, the agent of a fraternal, with 
a strange title, which does not restrict 
his prospects, is likely to be handi- 
capped in the approach. In addition to 
explaining the virtues of insurance, he 
must explain what his principal is and 
often what the name signifies. 


Does Not Apply to All 


Some of the larger societies, about 
Which there is general knowledge, are 
distinguished by their titles, which 
might seem strange if they denominated 
4smaller and more obscure society. For 
Instance, the Woodmen of the World or 
the Modern Woodmen are no more 
handicapped by what, upon reflection, 
might seem a strange tile, than are the 
tavelers or the Prudential. Titles 
which intrinsically might seem strange 
or an insurance company, are taken for 
ranted by the public because of the 
size and the fame of the companies 
which they denominate. 
_ Naturally, there is resistance to chang- 
Ing the name of a fraternal, particularly 


among the old timers, to whom the title 


may have a profound meaning. But, 
it seems likely that in the course of 
time the requirements of ambitious new 
blood will prevail and titles of a more 
modern touch will be adopted. 
Another change in nomenclature 
which seems likely, is that of titles of 
officers. The Modern Woodmen, for 
instance, has made such a change, so 
as to make the titles of the officers 
more descriptive of their functions, in 
the understanding of the general public. 





Are Watching Interest Rate 


Fraternals Will Not Be Hasty in De- 
ciding to Go on Higher Reserve 
Basis 








The paper of Actuary Little of the 
Maccabees before the National Fraternal 
Congress has created much interest. He, 
like all others in the business, realizes 
that no one can predict what the future 
rate of interest will be. Actuary Little 
took the ground that all insurance in- 
stitutions building a legal reserve must 
keep in mind the probable downward 
trend of interest earnings. Therefore he 
predicted that reserves based on 3% or 
4 percent would have to go to a lower 
figure. 

The fraternals have weathered the 
storm in a very satisfactory way and 
have been conservative in their invest- 
ments. Many of them have run very 
strongly to municipal bonds. The 
change in interest basis can be done 
without disturbin'g policyholders and, 
in the opinion of a number of execu- 
tives, will work to the advantage of the 
fraternals. Those that are studying the 
course of municipal bonds have observed 
that the interest rate is decreasing. Some 
of the societies are operating on a 4 per- 
cent basis and they have earned on an 
average more than 4% percent. How- 
ever, investment offerings are now of 
such a character that the average has 
been brought down almost to 4 per- 
cent. Some fraternals that are on a 4 
percent will probably establish their 
rates on a 3% per cent basis while others 
on a 3% per cent table may desire to go 
to 3 percent. 

The fraternals will not be in a hurry 
to make any changes but will undoubt- 
edly watch the conditions as they pre- 
sent themselves during the next six 
months or a year. The fraternal execu- 
tives see no reason for hasty action or 
getting a panicky feeling. They do 
agree, however, that if the interest earn- 
ings on securities should continue to de- 
cline, then the societies will be forced to 
take action. 


Marks Elected President 


Henry Marks of St. Paul, who has 
been, acting president, was elected presi- 
dent of the German Baptists Life Asso- 
ciation of Buffalo at its annual meeting. 


Biennial Meet in Milwaukee 


The 20th biennial session of the Fidel- 
ity Life Association of Fulton, IIl1., will 
be held in Milwaukee Sept. 18-20. A. F. 
Bentley of Fulton is president and F. W. 
Hough, secretary. 


C. W. German Denies That 
Bushman Was in Deal 


Charles W. German, Kansas City at- 
torney, has definitely put an end to the 
rumor that the late B. Frank Bushman, 
who was president of the Federal Re- 
serve Life of Kansas, was associated 
with him in acquiring control of the 
oe Lincoln Life of Springfield, 











“IT can not understand how such a 
rumor could have possibly started,” Mr. 
German said. “I never saw Mr. Bush- 
man but once and that was more than 
two years ago when we were introduced 
in the office of a mutual acquaintance. 
Since that time I neither saw nor talked 





hen Mr. Bushman, nor anyone else for 
im.” . ‘ 


THE MEASURE OF AN 


INSTITUTION 


ODAY, more than ever be- 

fore, the insuring public is in- 
vestigating the stability and se- 
curity behind the organizations in 
which they are insured. 


The A. O. U. W., a legal re- 
serve insurance organization, is 
proud of its record of over 50 
years of progress. Regardless of 
wars, epidemics and business de- 
pressions, every promise to its 
policyholders has been carried out 
in full, with a steady gain in assets 
and insurance in force. 


The A.0. U. W. of North Dakota 
Home Office: FARGO, NORTH DAKOTA 





Lutheran Mutual Aid Society 


WAVERLY, IOWA 


LEGAL RESERVE 
LIFE INSURANCE 
At Actual Cost 


J. E. HEGG, President 
WALTER G. VOECKS, Secretary 
J. H. DUIS, Treasurer 











SAFE IN ALL KINDS 


A Life Insurance Organization 
Must Be Prepared to Meet 
Stormy as Well as Sunshine 
Conditions Over Many Years. 


This Association Added One Quarter 
of a Million Dollars to Its Assets 
During the Last Year of the Depression. 


Favorable Territories in Wisconsin, 
Illinois, Minnesota and Michigan. 


OF WEATHER 


EQUITABLE RESERVE ASSOCIATION 


NEENAH, WISCONSIN 
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Six Modern Legal 
Reserve Contracts 


Ordinary Life 

®Twenty Payment Life 

@ Endowment at Seventy 
®Twenty Year Endowment 
© Family Income 

@ juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 





Write for particulars and 
open territory to 


PETER F. GILROY, President 
1447 TREMONT STREET 
DENVER, COLORADO 





New Tax May Cost 
$10,000,000 Yearly 


(CONTINUED FROM PAGE 3) 
in force was the statement of an ac- 
tuary at a hearing before Judge Wilker- 
son in the Illinois Life reinsurance case 
that insurance in force had a value of 
about $8 per $1,000. This was enough 
for Assessor Jacobs. Some of his as- 
sistants seemed to have the idea that 
the cash values of the policies were be- 
ing taxed, and some of the opposing ar- 
guments were a little uncertain, but the 
oint came out clearly enough for a mem- 
ber of the board of appeals to ask if the 
New York “Sun” was assessed in Cook 
county on its subscriptions in the coun- 
ty. The confusion came out again when 
the assessor’s forces cited the assess- 
ment on the Chicago “Tribune” in the 
county, to prove there were other as- 
sessments like that on insurance in force. 


Inclined to Deny Value 


There are faint signs of a possible 
cleavage between two groups of compa- 
nies. The western group, mainly stock, 
admits the value of the insurance in 
force but contests the Chicago tax on 
the ground of “situs,” double taxation, 
etc. The other group adopts all those 
arguments but seems inclined to deny 
the value. The clincher relied upon by 
the assessor’s forces seems to be, “if 
the insurance isn’t worth anything, why 
do the companies spend money to get 
it?’ 

A court battle over the tax may not 
only tax the brains of those who sup- 
port one contention or another, but it 
may also bring out judicial consideration 
of what is sold when a life company, or 
a volume of insurance in force, changes 
hands. There can be little doubt that 
the practice of selling companies is the 
foundation of the Chicago assessor’s 
claims. In the case of a mutual company 
this is commonly regarded as a “sell 
out” rather than a sale. There is ground 























EXCERPTS from 
the report of the Actuary on 1933 operation of the 


Arp ASSOCIATION FOR LUTHERANS 


“It is particularly gratifying to note that the Association was 


able to register such a splendid net gain in the amount of 
insurance in force at the end of 1933. Few societies or life 
insurance companies can point to a more favorable record in 
this respect, and I congratulate the Management upon this 
splendid accomplishment. 


“In conclusion, I extend sincere congratulations to the Man- 
agement, and to the membership in general, upon the satis- 
factory actuarial condition of the Association as disclosed by 
this report. I have no hesitancy in certifying to the fact that 
the Association is in a position to fulfill all of its contracts.” 


$1.09 of Assets for every $1.00 of Liabilities 


Ap ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


APPLETON, WIS. 




















608 Second Ave. S. 





Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


Herman L. Ekern, Pres. 


Minneapolis, Minn. 











for argument that to tax a mutual com- 
pany on insurance in force is equivalent 
to taxing the chance for secret profits 
which an exploiter might make by get- 
ting hold of the company, and that the 
tax is laid, not on the exploiter, but on 
the victim, that is, on the policyholder. 


Parallel with Savings Bank 


Insurance in force has been sold, and 
not always by exploiters. The reason- 
ing back of the tax, so far as it applies 
to legitimate values, seems to have a 
parallel in the case of savings bank ac- 
counts. A savings bank will start a 
new account, and as a premium, offered 
to new depositors through salesmen, 
will credit the new account with $5, 
which, however, cannot be withdrawn 
until the account reaches a certain size. 
Therefore, because a bank is willing to 
pay for new accounts, the bank has an 
assessable value, aside from its money 
or property, of $5 for each savings ac- 
count on the books. The insurance 
argument has an additional point, name- 
ly, that the savings bank would be as- 
sessed, not at the bank quarters, but in 
the counties, townships and_ villages 
where the depositors live. 


Claim Men First 
to Spot Dangers 





(CONTINUED FROM PAGE 7) 


ager of another company, who is giving 
his business to you because his own 
company has declined it or has not 
rated it fairly, or for various other rea- 
sons, I think it is only natural to weigh 
the reason for its submission rather 
carefully. However, I think it is only 
fair to say that business submitted 
through our ordinary agencies during 
the past three years, over 40 percent of 
which still comes through brokerage 
sources, has shown a satisfactory mor- 
tality up to the present time.” 


Human Nature Biggest Item 
in Claim Difficulties Today 


(CONTINUED FROM PAGE 7) 


panies. The adjuster worthy of the 
name, he said, can intelligently distin- 
guish between meritorious and fraudu- 
lent claims and should be as anxious 
to pay rightly as to resist unjust de- 
mands. 





Raps “Nuisance Value” Idea 


He rapped the adjustment of un- 
founded claims on the basis of “nuisance 
value,’ and said it has done more to 
encourage fraud than anything else. In 
a similar category he placed the practice 
of settling cases in a group represented 
by one lawyer, thereby including meri- 
torious cases along with unfounded ones. 
Another practice criticized was that of 
making settlements and taking releases, 
and then withholding or delaying pay- 
ment. In connection with the crusade 
against ambulance-chasing lawyers, he 


-|said that the one almost unanswerable 


argument for their existence is the am- 
bulance-chasing adjuster. 

In speaking of exaggerated claims, he 
said that they offer no excuse for an 
unfair settlement. The tendency of some 
adjusters to make a horizontal cut in all 
claims presented has developed a feeling 
among claimants that it was necessary 
to add a loading for such adjustment 
margin. 


Takes Over Crystal Life 


The Coastal Life of Bamberg, S. C., 
has been taken over by the Palmetto 
State Life of Columbia, S. C. The latter 
company has assumed all claims but a 
moratorium is declared on cash sur- 
render values. The Coastal Life was 
organized ten years ago. It was placed 
in the hands of a receiver on Aug. 20. 
G. Frank Bamberg was president of the 
Coastal and owner of the majority of 
its stock. 





Complete Program Sow txt 
Milwaukee Meeting Give, 





(CONTINUED FROM PAGE 3) 
Paul Speicher, managing editor Insup. 
ance R & R Service, Indianapolis, “Amer. 


ica’s Best Financial Friend—Life }). 
surance.” 
Announcements and adjournment, 


VE oe 

Afternoon session, chairman, A. D, Ap. 
derson, president Life Underwriters 4. 
sociation of Canada. 

Grant Taggart, agent California-Weg, 
ern States Life, Cowley, WY0., “Success jp 
Life Underwriting.” 

George J. Kutcher, general agen 
Northwestern Mutual Life, New Yor, 
“You’re Dead Tomorrow.” 

A life insurance playlet under the jj. 
rection of Miss Olivia Orth of Milwaukee 
“The Magician.” 

Carroll C. Day, general agent Pacify 
Mutual Life, Oklahoma City, “The Phi). 
osophy of Life Insurance.” 

Announcements and adjournment. 


* 
Thursday, Sept. 27 
Morning session, chairman, T, \¥ 
Riehle, vice-president of the National as. 
sociation. 
Invocation. 


John Nelson, supervisor public rela. 
tions department Sun Life, “The Curious 
Trail of a Comet.” 

William A. Stark, vice-president and 
trust officer, Fifth Third Union Trust 


Company, Cincinnati, “The Underwriter 
Under the New Deal.” 
An Echo from the Million Dollar 


Round Table. 
John L. Wood, sales educational di- 
rector, National Cash Register Company, 
A Life Insurance Sales Clinic, leader, 
Harry T. Wright, associate agency man- 
ager Equitable Life of New York, Chi- 
cago, “My Program of Operation or Ac- 


tivity.” 
Alfred J. Johannsen, special agent 
Northwestern Mutual Life, Chicago, 


“How I Plan My Sale.” 

I. B. Jacobs, educational director, Mu 
tual Life, Chicago, “How I Present My 
Sale.” 

The American College of Life Under. 
writers, eighth conferment exercises. 

Grant L. Hill, director of agencies, 
Northwestern Mutual Life, “C. L. UA 
Decade Hence.” 

Dr. S. S. Huebner, dean American Col- 
lege of Life Underwriters, preséntation 
of C. L. U. graduates. 

Ernest J. Clark, president American 
College of Life Underwriters, Baltimore, 
conferment of diplomas. 

Announcements and adjournment. 

* * * 
Friday, Sept. 28 

Morning session, chairman, J. J. Me- 
Sweeney, past president Life Under- 
writers Association of Canada. 

Invocation. 

T. M. Simmons, manager United States 
agencies, Pan-American Life, “Guaran- 
teeing Good Intentions.” 

N. B. McKibbin, general agent, Domin- 
ion of Canada General, Toronto, “Estate 
Analysis Selling.” 

James Lee Loomis, president Connec- 
ticut Mutual Life, “Trusteeship in Life 
Insurance.” 

“Report from the 
writer’s Round Table.” 

Stanley E. Martin, special representa- 
tive John Hancock, Columbus, O., “Ree 
ognizing Your Job.” 

Report of the nominating committee 
and election of officers. 

Announcements and adjournment. 

* * x* 

Afternoon session, chairman, Holgar J. 
Johnson. 

An Echo from 
Round Table. : 

A life insurance playlet under the di 
rection of Miss Olivia Orth of Milwaukee, 
“Your Estate.” : 

James M. Hamill, agent Equitable Life 
of New York, San Francisco, “Econom 
Planning: and the Life Underwriter.” 

Report of the resolutions committee. 

Vincent B. Coffin, superintendent o 
agencies Connecticut Mutual Life, “Sul 
ming It Up.” 

Albert E. N. Gray, assistant secretalY 
Prudential, “Why Do People Buy Life 
Insurance.” 


Hogue Gives Dallas Talk 


A. W. Hogue, Texas state manage 
for the Business Men’s Assurance ait 
president of the Dallas Association at 
Life Underwriters, addressed the Dallas 
Insurance Managers’ Club Sept. 10 
“Field Supervision of the Agent.” 
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Metropolitan Life Managers and 
Agents Discuss Many Phases of 


Business at Mid-West Sales Meet 


By CHARLES 


Contagious enthusiasm marked the 
Metropolitan Life’s middle west sales 
congress which opened with a business 
meeting in Chicago and included a two 
day cruise to Mackinac Island. The 833 
salesmen who qualified for the congress 
heard a well balanced program at the 
jysiness section and enjoyed the sports 
and entertainment on shipboard and at 
Mackinac Island. 

Some sage advice was given to the 
agents by Manager Harry H. S. Deacon 
of the Gateway district in his talk, “If 
| Were an Agent Today.” He said that 
every debit has better than the average 
families and it is this type that should be 
worked on as a center of influence to 
secure prospects. Leads for ordinary 
business can also be secured from pro- 
fessional and business men of the higher 
than average type. Mr. Deacon recom- 
mends that an announcement letter be 
sent out to prospects, followed closely 
bya personal call. He urged the agents 
to dispose of debit work by Friday morn- 
ing so that day can be devoted to de- 
veloping large ordinary cases and acci- 
dent business. 


Successful Agent Studies 
Progressive Leaders 


The successful agent, said Mr. Deacon, 
has vision enough to study the positive 
characteristics of the more progressive 
leaders with whom he mingles daily, so 
that he may analyze his own negative 
qualities. 

The training of successful agents was 
discussed by H. E. Hauptfleisch of East 
St. Louis. It is necessary that the agent 
be shown the best way to work his debit 
so that there may be debit control as 
well as satisfactory production. The suc- 
cessful agent has a regular time to col- 
lect. He teaches the premium payer to 
pay premiums on a definite day and hour. 
He collects his debit by Wednesday 
noon except for a few call-backs and 
devotes the rest of the week to securing 
new business. 


Prospecting Most Important 
Part of Agent’s Job 


_No salesman can deny that prospect- 
ing is the most important part of a life 
underwriter’s job, said F. L. Shapiro 
of the Union Park district. Mr. Shapiro 
calls on his present policyholders and 
offers service such as checking contin- 
gent beneficiaries and settlement options. 
In selling industrial policyholders ordi- 
tary, Mr. Shapiro said the best time to 
broach the subject is at the time of de- 
lvering a dividend check. The time to 
contact prospects is when they are in a 
good frame of mind and nothing will put 
aman in a better frame of mind than 
when he is being paid a dividend. Mr. 
Shapiro also takes ordinary premium no- 
tices to the policyholder and in this 
Way gets additional information about 
te policyholder and his family, which 
€ uses in later sales approaches. Mr. 
“hapiro said that in his prospecting he 
tnds there are a number of people who 
= to talk about large contracts and 
will listen attentively but will never sign 
a0 application. If he is not successful 
po 's type of prospects after three 
Me St he scratches them off his list. 
aus hapiro also devotes one afternoon 
an to cold canvassing. The manner 
maePProach in cold canvassing deter- 
a wg to a great extent whether an inter- 
‘ew can be obtained. 

mt The Value of a Call and Prospect Sys- 
m' was told by J. S. Battersby of the 





D. SPENCER 


Park Grove district. Through his pros- 
pect system, Mr. Battersby has not had 
a blank production day in three and a 
half years. By gaining the confidence 
and friendship as well as business respect 
of present policyholders they can be used 
as centers of influence and it is thus easy 
to obtain a number of potential pros- 
pects. 

Mr. Battersby calls on six or seven 
prospects daily. He says great care 
should be exercised in the selection of 
prospects who are able to pay premiums 
on business if sold. “There is no secret 
to successful prospecting, he said, except 
utilizing every available opportunity in 
getting more people with whom to talk 
our business.” The old idea of selling a 
man a policy without any specific need 
is long past. It is obsolete, said Mr. 
Battersby, and the day of programming 
is here to stay. 


The impo-tance of service to policy- | 


holders was stressed by Peter Massie, 
South Bend, Ind., assistant manager, 
who discussed teaching agents how to 
service policyholders. If an agent ac- 
cepts his debit as an established business 
which has taken years to build and which 
was built on sincerity, honesty, ambition 
and service, and is convinced these fac- 
tors are paramount in order that he 
succeed, he cannot help but make every 
effort to see that his people receive effi- 
cient service. 


Chapman Urges Promptness 
In Collecting on Debit 


F. B. Chapman, Peoria, said his suc- 
cess in debit management can be 
summed up as listing calls, punctuality, 
and polite insistence on premium pay- 
ments. The policyholder must be made 
to appreciate the agent’s time is a busi- 
ness man’s. He stressed the importance 
of collections, saying that if an agent is 
able to render the proper kind of serv- 
ice on his debit and has a proper sys- 
tem of collecting, he can be made a 
successful salesman. 

The talk of Manager W. H. Nichols 
of Roseland, on “The Manager’s Duty 
to the Agent,” met with sympathetic re- 
sponse from the agents present. Mr. 
Nichols is noted for his human efforts 
in handling his men and his talk reflected 
his attitude. In over 100 “shoulds,”’ Mr. 
Nichols covered the agency-manager re- 
lationship thoroughly. “The manager 
should realize that an agent’s failure is 
perhaps more definitely the manager’s 
failure,” said Mr. Nichols. 


Managers Must Teach 
Agents to Meet Needs 


Mr. Nichols said that 80 percent of all 
agents work a sufficient number of hours 
and want’to succeed in the business. It 
is the manage:’s duty to show the agent 
how to teach people to know and admit 
their needs; to show the agent how to 
meet these needs intelligently. He said 
the law of compensation is usually de- 
pendable and that “a full duty to the 
agent is one method of securing full 
duty from agent.” 

With an emphatic delivery, Alex Sper- 
ling, assistant manager of the Gresham 
district, discussed conservation. His 
views on transfers created much interest 
among the agents. He urged the proper 
servicing of policyholders to stop the 
transferring of lapses and _ potential 
lapses and the transfer of business when 
there is no actual removal. 

Greater accident and health production 
was urged by F. G. Kunkel of Vin- 


cennes, Ind., as a medium for increasing 
income and for making contact with 
ordinary prospects. 

At the concluding session of the con- 
gress on Mackinac Island, Secretary 
W. C. Fletcher spoke and Paul D. Kay, 
in charge of field education and sales 
promotion, displayed the sound moving 
picture “You and Your Family.” The 
session was concluded by an inspiring 
talk by Harry R. Du Flon, superintend- 
ent of agencies, who presided at the 
sessions. 





CONVFNTION COMMENT 








Manager E. G. Clark’s Cairo, IIll., dis- 
trict is the most Metropolitanized city 
in the middle west territory, according 
to Harry R. Du Fion, superintendent of 
agents. 

* ok * 

Manager Woolf Guon of the Union 
Park district is the only Metropolitan 
Cc. lL. U. in the territory. Supervisor John 
D. Moynahan has passed several parts of 
the C. L. U. examination. 

. SS 

In introducing Manager W. H. Nichols 
of Roseland, Mr. Du Flon said that he 
never knew such a feeling of brother- 
hood as existed in Roseland between 
Manager Nichols and his men. Mr. 
Nichols is clever enough to make his men 
work and at the same time to make them 
like it, said Mr. Du Flon. 

* * x 

T. B. Copp, editor of the “Middle West 
Hustler,” which is published weekly giv- 
ing the news of the territory, was in- 
troduced. When brought to the micro- 
phone, Mr. Copp said: “The only good 
Indian is a dead Indian and the only 
good editor is one who doesn’t make 
speeches.” 

* * * 

John D. Moynahan, agency supervisor, 
was actively in charge of the details of 
the meeting. When he was introduced 
by Mr. Du Flon, the agents cheered and 
applauded for several minutes. Mr. Moy- 
nahan has a charming personality and 
is congenial with every one he meets. 
He is held in high regard by the agents. 
He started as a clerk in the home office 
before he was of age but as soon as he 
was 21 he started out on the debit and 
has advanced rapidly to his present 
position. 

+2 <8 

The large increase in agents qualify- 
ing for the sales congress necessitated 
the chartering of two steamers for the 
Mackinae cruise while there was only 
one last year. The delegates were equally 
divided on the S. S. North America and 
the S. S. South America. Mr. Du Flon 
was in chargé of one group and Mr. 
Moynahan the other. 

* * * 

Mr. Du Filion is an ardent student of 
Shakespeare and it was interesting to 
note that several speakers quoted the 
poet. 

* * * 
At the Metropolitan Life convention 











the following improvised words to “Hail! 
| Hail! The Gangs all here!” made a hit: 
Hail! Hail! The Gang’s all here! 
Thinking life insurance 
Talking life insurance 
Hail! Hail! The Gang’s all here! 
Writing life insurance now. 
* = & 

The managers at the sales congress 
stayed over in Chicago for a day’s con- 
ference after the return to Chicago. 

*x* * * 

Secretary W. C. Fletcher, one of the 
home office speakers, started with the 
Metropolitan as cashier at Joliet. 


Additional I. A. C. Speakers 


Additional speakers announced for its 
annual meeting of the Insurance Adver- 
tising Conference at Rye, N. Y., Oct. 
1-3, are William Leslie, associate man- 
ager National Bureau of Casualty & 
Surety Underwriters; A. W. Lehman of 
the Association of National Advertisers, 
who will discuss radio advertising, and 
Clarence Axman, editor “Eastern Under- 
writer,” who will talk on the 1934 Actu- 
arial Congress in Rome. 











Presides at Congress of 
Metropolitan Life Men 








HARRY R. DU FLON 


The middle west sales congress of the 
Metropolitan Life in Chicago and Mack- 
inac Island was kept keyed to a high 
pitch of enthusiasm by Harry R. Du 
Flon, superintendent of agencies, in his 
role of presiding officer. When Mr. Du 
Flon took the chair he was greeted by 
cheers that would make a football hero 
jealous, evidencing his widespread pop- 
ularity among his agents. Since Mr. 
Du Flon took charge of middle west 
territory in 1928 he has expanded it from 
28 to 44 districts and appointed 52 man- 
agers. 

Many pertinent thoughts were brought 
out by Mr. Du Flon in his extempora- 
neous remarks in introducing speakers 
and commenting on the different talks. 
He said the purpose of management is 
to get better than the average results 
from the average man. In discussing 
the key to success, after giving due con- 
sideration to the characteristics such as 
personality and intelligence, Mr. Du 
Flon said that sustained effort is most 
responsible for success in the industrial 
business. In emphasizing the importance 
of eliminating turnover in men, Mr. Du 
Flon said that it is the greatest waste 
to the company, to the manager and 
agents affected. Touching on the quali- 
fications for agents, he said that he never 
had seen an agent make a success in the 
industrial business who didn’t like people 
and enjoy talking to them. Duty like 
loyalty can’t be bought, said Mr. Du 
Flon. If a manager wants loyal agents 
he must be loyal to his men. Managers 
should study agents and give them in- 
dividual treatment. In this way they 
are in better position to guide, instruct 
and encourage men who need a helping 
hand. 


Golf Tournament Planned 


Plans for the annual American Life 
Convention golf tournament are being 
made by Henry Abels, vice-president 
Franklin Life. The tournament will be 
held at the Bob o’Link golf course Oct. 
8-9. The course is a 6,800 yard, 72 par 
course, with watered: fairways. The 
Edgewater Beach hotel will provide 
transportation to the club and return. 
Mr. Abels is asking for registrations so 
that proper handicaps can be deter- 
mined at the forthcoming Chicago gath- 
ering. 





Jack Padgett, special representative of 
the Jefferson Standard Life at Austin, 
Pn has been elected to the Texas legis- 
ature, 
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Cogent Comment 
Made by Coburn 


(CONTINUED FROM PAGE 1) 


mended for their realistic action in_this 
direction. ma 

“If we who represent stock life com- 
panies overemphasize the reduction of 
mutual dividends we are not doing a 
constructive thing. The only effect can 
be to break down public confidence in 
life insuranee and make it harder for 
the agents to earn a livelihood.” 


Commends Companies’ Action 


He then asserted that stock com- 
panies, in facing the same problem, have 
seen fit to reduce or eliminate the divi- 
dends to stockholders and commended 
the managements of these companies for 
their action. 

“If you who represent mutual com- 
panies should overemphasize the reduc- 
tion of stockholders’ dividends in non- 





participating companies, you would do 
an ill service to the life business and 
you would make it harder for agents to 
earn a livelihood.” 

He further declared that in a very 
few cases where elimination of stock- 
holders’ dividends was not sufficient, 
premium increases have been effected 
by court actions in which liens have 
been imposed, the interest on which 
has been equivalent to an increase in 
the premium cost of insurance. “This 
method of procedure of increasing the 
premium cost of non-participating life 
insurance where necessary is in my opin- 
ion a sound method of treatment. The 
imposition of lien interest is similar in 
nature to the reduction of dividends in 
a mutual life company. You who repre- 
sent mutual life insurance can readily 
overemphasize the importance of court 
actions imposing liens. 

‘If you please, you can follow the ob- 
vious path of describing such cases as 
failures in the life insurance business 
rather than follow the fair procedure of 
describing such cases as necessary legal 
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actions to effect an increase in the pre- 
mium cost of life insurance.” 

He then turned to investments and 
asserted that during the last two years 
managements of eastern life companies 
have permitted the overemphasis of dif- 
ficulties that confronted the manage- 
ments of western and southern com- 
panies in tackling the problems involved 
in the ownership of farm mortgages. 
“In my opinion this trying period has 
again evidenced that mortgages on farm 
properties are among the most stable 
investments that can be made by life 
insurance companies. Farms that are 
advantageously situated and which are 
kept in proper repair are among the 
most essential values of our country.” 

Use Railroad Bonds as Criticism 


“I do not attribute all faults to the 
managements of eastern life companies. 
Managements of western and southern 
companies retaliated by making constant 
reference to the railroad bonds held in 
the investment portfolios of eastern com- 
panies. 

“T recognize that since 1929 railroads 
have had their financial troubles and in 
some cases these financial troubles have 
necessitated the reorganization of the 
capital structures of the railroads. How- 
ever, I venture to say that this trying 
period has amply demonstrated many of 
our great railroad systems were essen- 
tial to the prosperity of the United 
States. 

“Well selected railroad bonds, and I 
mean by well selected railroad bonds, 
first mortgages on the essential portions 
of essential railroad systems, have con- 
tinued to give a good account of them- 
selves and will continue to be sound and 
Satisfactory investments for life com- 
panies. Constant references to the rail- 
road bonds of eastern companies are 
hardly warranted by the facts, convey 
a false impression to the public, and 
are wholly detrimental to the institution 
of life insurance as such. Is it not clear 
to you that such references must break 
down public confidence in life insurance 
and make it harder for agents to earn a 
livelihood?” 

Then turning his attention to ratings 
of life companies, he said, “Recently a 
life company that is well known to you 
received an adverse rating by an inde- 
pendent organization. The responsibility 
of the several states involved had not 
been delegated to this independent or- 
ganization by any action of the states. 
The rating was unjust. Such an incident 
challenges our knowledge of the busi- 
ness, our interest in the public welfare, 
and our sense of sportsmanship. We 
can do the obvious thing and use such 
an incident as a means of tearing down 
what has been laboriously built. Is it 


down one we inevitably must tend to 
tear down all? In the daily operation 
of your business and your constant con- 
tact with the public you will be forced 
to answer the question, will you be a 
builder or will you be a destroyer?” 
He touched on twisting of agents and 


policyholders by explaining that just as | 


another company’s agent usually is a 
dissatisfied and unsatisfactory agent, so 
a twist policyholder is dissatisfied and 
not likely to prove satisfactory to the 
new company. 


Names Institute Committees 


T. A. Phillips, president of the Minne- 
sota Mutual Life, in his capacity as 
president of the American Institute of 
Actuaries, announces the institute com- 
mittee appointments for the year. Chair- 
man of the membership committee is A. 
J. McAndless, Lincoln National Life; 
chairman of the joint examination com- 
mittee, associateship, Henry H. Jackson, 
National Life of Vermont; chairman ex- 
amination committee, fellowshin, Bruce 
E. Shepherd, Life Presidents Associa- 
tion; chairman committee on invest- 
ments, O. J. Arnold, Northwestern Na- 
tional; chairman program committee, W. 
P. Coler, American Central Life; chair- 
man press committee, A. T. Lehman, 
Union Mutual Life of Maine; chairman 
committee on reviews, Dr. E. L. Mar- 


| call, Lafayette Life; chairman com, 
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tee on syllabus, W. O. Menge, Unive. 
sity of Michigan, and chairman comms me 
tee on papers, R. C. McCankie, Roy 

able Life of Iowa. ; 
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Nearly 250 Field Representatives 




















ticipate in Three-Day Program ang — i 
Home Office Dedication \. 

CINCINNATI, Sept. 13.—Nearly q 
field representatives of Ohio Nation 
participated this week in a threedy 
program, centering about dedication 
the company’s new home office building 
The first event was the dedication 
the Century box by President T, 
Appleby. After this the entire hom 
ottice staff and field men went to, 
luncheon at which the principal speake 
was Merle Thorpe, editor of “Nation 
Business.” 

Mr. Thorpe urged the men to tell the 
public the real results which may 
obtained by the proper use of life ingy. 
ance. He said there is public realizatio, 
that the life insurance companies hare 
stood the test far better than any other 
branch of business. 

Mayor Wilson of Cincinnati intr. 
duced those at the speakers table who 
included C. Vivian Anderson, president 
National Association of Life Under. 
writers; Charles F. Williams, president 
Western & Southern Life; Clarence 
Brown, Republican candidate for gov. 
ernor; W. G. Preston, formerly pres- 
dent of the Bankers Reserve Life which 
the Ohio National took over; T. H. 
Tangeman, director of commerce; C. 7, 
Warner, Ohio insurance commissioner; 
George Dieterle, treasurer Ohio Na 
tional; Norton, Toledo general 
agent and president of the Builders 
Club; and E. J. Wohlgemuth, president 
of THe NATIONAL UNDERWRITER. 

After Mr. Thorpe’s speech, Mr. Nor. 
ton presented a plaque on behalf of the 
club which was accepted by President 
Appleby and will be installed in the new 
home office building. Service medal 
were then presented to those who have 
been in the service of the company for 
5 years or more. J. R. Farney, formerly 
vice-president of the Bankers Reserve 
and now director of agencies for the 
western division at Kansas City received 
a medal for 25 years’ service. 

There was a delegation of 25 met 
from the Pacific Coast. The Ohio Na 
tional has recently taken over a large 
agency of the Continental Life of St. 
Louis which had an unusually large 
business in California. The acquisition 
of the Bankers Reserve agency force 1s 











not clear to you that if we try to tear ‘an important factor in the Ohio Ne 


tional’s new agency organization as it is 
writing some 40 percent of the total new 
business whereas the old Ohio National 
organization is producing only 28 per- 
cent. Since the consolidation quite 4 
number of new productive agencies have 
been attracted to the company which 
are accounting for over 30 percent 0 
the production. 

Vice-President John H. Evans is lay- 
ing plans for a $4,000,000 month in Oc- 
tober, which has always been the bannet 
month of the company and the high 
water mark of which was reached last 
year in new business of $3,500,000. 

In its new building, with all home 
office departments thoroughly orgal- 
ized, the Ohio National enters upon @ 
new era, in which it takes a position 4 
one of the outstanding and progressiv¢ 
companies of the middle west. The com 
pany has shown no let down of energ) 
during the depression and is going ahea 
under full steam. 


A. Y. Schoen Changes Base 


NEW YORK, Sept. 13—Arthur 
Schoen, for the iast 12 years connect 
with the Lawrence Simon agency <* : 
Massachusetts Mutual Life here, te 
joined the John Gordon Agency of po 
Home Life in New York City as ° 
ganization manager. 














































